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Recommend Beaver No. 48R-2". to 4 


with These 5 NEW Advantages 
ro re 7 he . ~ . - 


ar | 


l. Extra wide die 2. Gears fully en 3. Straddle-n mounted 4. Dies held in 9. s houlder on 


tapered post makes 


with throat that closed and packed driving pinion — position by fully : 
quick and accu 


centers and holds i i’ i b ing- “ ‘ 
po in graphite grease an exclusive ad enclosed spring atin die -seliien 
0° in position a patented fea vantage which eli- backed ball — dirt possible — even 
when placed on ture which saves minates repair cannot get back under poor light 
Pipe. costly repair bills. bills. ef it. ing conditions. 


When your customers ask you for a 2!/ to 4-inch Threader, of the taper-post type, 
using a separate set of dies for each size, be sure to tell them about 48-R Beaver. 
They'll be grateful to you for it. 

No. 48-R offers all the worthwhile features heretofore available in taper-post tools— 
but in addition offers five important, new and exclusive advantages shown above. 
And 48-R is competitive in price. 

Durably built of the best of materials and workmanship. 


BEAVER PIPE I@LS 


839 MILLS AVE. 39 Years of Quality WARREN, OHIO 
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BREWER-TITCHNER proves the superiority 
of THERMOID TRANSMISSION BELTING 


Another enthusiastic endorsement of 
Thermoid Transmission Belting’s outstand- 
ing performance is contained in a report 
from the Brewer-Titchner Corporation's 
Forging Division in Cortland, N. Y. The 
unusual service delivered by these belts, 
driving eight groups of four forging ham- 
mers, is described in this report from the 
company’s Plant Superintendent— 


b\w ll 
HERE'S THE REPORT OF 


THE PLANT SUPERINTENDENT 
* 


“We have tried several different types of belts 
and the Thermoid Belts are the only belts we 
have found that would hang to the steel pulleys 
without slipping. A very important feature about 
these belts is the fact that they can be run with 
considerable slack which of course means longer 
life to the belt and fasteners. 

“Our maintenance cost is greatly reduced since 
using Thermoid Belts and loss of production time 
caused by belt trouble has been eliminated. 
“The power savings we have experienced since 
using these belts is very gratifying. We attribute 
this saving to the fact that there is no slippage 
or stretching. We started using these belts about 
a year and a half ago and they are still going 
strong; therefore it is hard to estimate just how 
long they will last, as they show very little wear.” 
Photograph shows one group of four forging hammers, driven from a (Signed) G = an f G hall 


line shaft by 6-ply Thermoid Belts. Each hammer raises an intermittent i aesleaaiiinads 
load of 2,000 pounds. The 60 and 100 H.P. motors driving eight of these ene ims 


groups are coupled to the line shafts with 14’ endless Thermoid Belts. II NA 


Experiences like these are constantly demonstrating the operating 

efficiencies and economies enjoyed by countless users of Thermoid More than half a 

Industrial Rubber Products in every industry. century of pro- 

The unusual product quality indicated by these performance records... Y -secapionie year 

coupled with Thermoid’s attractive price structure and Distributor Policy rie rs — 
. makes Thermoid an ideal Distributor line. A postcard from you will =. reeaenE. 

bring immediate information about a franchise that may be available. 




















THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


Nidebeleletael types of beltir 
made by Thermoid 
Transmission Belting 


Conveyor Belting 
Multiple V Belts 
Grader Belting 
Canners’ Belting 

§ Plewator- Beltina 


Bucke 


Suct 


BELTING HOSE PACKINGS BRAKE LININGS 
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Link-Belt Twin Disc Friction Clutches 


Mie. site 


Link-Belt Take-Ups 





J 


@ You can dive right into 
the center of a lot of good, 
profitable business by 
getting behind Link-Belt 
Power Transmission Equip- 
ment. You don’t have to 
swim around aimlessly 
when you have this line to 
offer. It is complete, mod- 
ern, salable—assures satis- 
fied customers — repeat 
business. 


Check into this line now. 
It includes  self-aligning 


LINK-BELT 


Indianapolis 
San Francisco 
Offices in 


Chicago 


anti-friction ball and roller 
bearing units, babbitted 
bearings, take-ups, clutches 
— including the famous 
Twin Disc line, couplings, 
collars, pulleys, gears, 
hangers, etc., as well as a 
full line of positive drives 
—silent and roller chain 
drives, speed reducers, and 
variable speed transmis- 
sions. Send for Book No. 
1600, illustrated. 


COMPANY 


Philadelphia Atlanta 
Toronto 


Principal Cities 
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DEEP STANDARD SHALLOW 


A DEEP THREAD— 
A STANDARD THREAD— 
A SHALLOW THREAD— 


— can easily be cut with "TOLEDO" Adjustable pipe or bolt die heads. 

Deep threads that can be hidden in the fittings, shallow threads for repair work, or 
standard threads for regular installations. Simple, positive adjustment of 4 to 5 turns on 
Vs" to %4" pipe and 1/64" on rod. Dies cut equally even standard setting is changed. 
Easily reground when dull or replaced at small cost. Any combination can be furnished 

and ratchet or two 
handle stock as desired. 

An item that proves 
its worth on one thread. 
Literature giving com- 
plete information sent 


on request. Acquaint 
your customers with 





these remarkable die 


heads. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO “TOLEDO” new rork office, 72 Lotayette St. 


THEY'LL DO BETTER WITH A “TOLEDO” 
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ONE BELT SELLS 115 MORE! 


How Goodyear quality gets business for distributors 


ERE is a typical example of the extra sales 
H produced for distributors by the super-qual- 
ity and performance of COMPASS* belting—one of 
Goodyear’s many exclusive products. 


In 1930 one of Goodyear’s distributors in Massa- 
chusetts sold a COMPASS belt costing $41 to a large 
dairy company for their compressor drive. The 
previous belt on this drive cost $159 and required 
$250 maintenance and repair expense during its 
five years’ service—a total expense of $409. 


The COMPASS belt is still in service today—nine 
years and five months later—and has never re- 
quired a single repair or a penny’s maintenance! 
On this one drive it has saved the dairy $368 in 


YOU CAN DO 





oe 


cash and already given 88% longer service. 


Now 100% compass-belted 
The COMPASS so quickly demonstrated its over- 
whelming superiority that as fast as other belts 
wore out they were replaced with a COMPASS. 
Today this plant is 100% COMPASS-equipped, with 
115 belts in service—mighty nice business for any 
distributor! 


If you would like to handle a standout line of 
mechanical rubber goods that wins customers and 
makes friends—and profits—like this, why not see 
if your territory is open? Just write, Mechanical 
Goods Sales Department, Goodyear, Akron, Ohio, 
or Los Angeles, California. 


*Trade-mark of The Goodyear Tire & Rubber Company 


IT BETTER WITH GOODYEAR RUBBER 


IN RUBBER 


CENTENNIAL Of 
CHARLES GOOOYEAR S 
DISCOVERY OF 
VULCANIZATIO 
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Hi-Tensile 


for welds that 
must stand 


heavy strain 


| 





| 


@ Jobs like welding the circle frame of a rod, quiet-running and with very little 
road grader, as shown above, are “duck spatter. It produces a smooth bead and is 
soup” for Page Hi-Tensile “G”. For Hi- good for production, maintenance and 
Tensile “G” produces joints that withstand construction work. It will bring you many 

shock and strain. Produces them at a good welding rod sales. 
profit, too. 


SELL ACCO QUALITY in Page Welding Electrodes, 


Any welder who has run Page Hi-Ten- Page Wire Fence, Lay-Set Preformed Wire Rope, Read- 
ing-Pratt & Cady Valves, Campbell Cutting Ma- 
sile “G” can tell you it’s a remarkably fast chines, American Chains and Ford Chain Blocks. 


PAGE STEEL AND WIRE DIVISION «¢ MONESSEN - PENNSYLVANIA 
See our exhibit, Metals Building, New York World’s Fair 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION @® ANDREW C. CAMPBELL DIVISION e FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION * MANLEY MANUFACTURING DIVISION © OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND 
WIRE DIVISION © READING-PRATT & CADY DIVISION # READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION © IN CANADA: DOMINION 
CHAIN COMPANY, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY LTD. © In Business for Your Safety 





ye 





MILL SUPPLIES @ AUGUST 10, 1939 








TEXROP 


opens doors 


FOR YOUS 






IN THIS ONE INSTALLATION ARE SHOWN 
five different fast-selling Allis-Chalmers products—Lo- 
Maintenance Quick-Clean Motor... Texrope Drive... 
Duro-Brace Texsteel Sheaves ... Motor Control... 
Vari-Pitch Speed Changer! These items have wide 
acceptance and wide use ,.. they open doors for you! 


New Markets 


this Fast-Selling Line 


Here’s a line of transmission equip- 
ment that actually opens doors for 
you... lets you get in to make 
new customers ... gives you a 
chance to increase sales to old 
customers! 

It’s the Texrope line of V-Belt 
Drives, Duro-Brace and Vari- 
Pitch Sheaves, Vari-Pitch Speed 
Changers — a profit-making line 
of transmission equipment that is 
modern and complete! 

You'll find a need for these pro- 
ducts in every plant on your pros- 
pect list, all types and classes, new 
and old, both for replacement and 
as new equipment. 

That’s why wide-awake supply 
companies are coming to Texrope 
for this line of market-widening 


products ... why they are using 


of Texrope Sales! Get the Facts 





Old Markets Revived — 


Toda 
of Transmission Equipment! 


Texrope as a means to get through 
new doors... 


Increase Sales with Texrope! 
Remember — the Texrope line is 
. it’s first in the 
field . . . it’s backed by aggressive 


complete . . 


Allis-Chalmers advertising . . . it’s 
priced right . . . and there’s a 
trained engineering staff to help 
you on drive problems. 

All these are important points 
... but the main point is for you 
to get the full Texrope story as 
soon as possible . . . to put your- 
self in line for these increased 
sales and bigger profits. 

For complete sales facts about 
the Texrope line, call the district 
office near you, or write Allis- 


Chalmers, Milwaukee, Wisconsin. 
A-1119 


Vari-Pitch Speed Changers. e Texrope V-Belts @ Duro- 
Brace Texsteel Sheaves @ Vari-Pitch Sheaves e Stand- 
ard Cast Iron Sheaves e Adjustable Pitch Diameter 
Texsteel Sheaves @ 2-3-4 Combination Sheaves ¢ Strait- 
ine Automatic Motor Bases e Oil Field Drilling Rigs 


Belts by Goodrich 





ALtis-CHALMERS 


MILWAUKEE-WISCONSIJ 





Wherever steel 





BETHLEHEM STEEL COMPANY, Genero! Offices: Bethlehem, Pc. District Offices: Akron. Albd 
Cincinnati, Cleveland, Columbus, Dallas, Denver, Detroit, Hono ieuston, ilicnapelis 
Milwaukee, Nashville, New Hoven, New Orleans, New York, Philadelphia, Pittsb urgh, Port 
Antena San framseen, Savennch, Sectile, Sorinafield:.Moss., Syrecuse, Toledo, Tuls : 





s| used. 


Some of your customers know of Bethlehem’s 
participation in the spectacular East River Tunnel 
job. Others think of Bethlehem in connection with 
great bridges and ships, the railroads and the oil 
fields. 


portant metallurgical advances: high-speed tool 


Still others associate Bethlehem with im- 


steel, bethanizing, control-cooled rails, or free- 
machining steel. | 

Recognition such as this works for you when 
you handle Bethlehem products for the mill- 
supply field—such products as pipe, bolts and 
nuts, wire rope, nails, sheets, bars and the like. 
The Bethlehem trade-mark stands for quality in 
the minds of almost every steel user. 

This year distributors and wholesalers, backed 
up by hundreds of advertising messages to actual 
and potential customers, will sell many thousands 
of carloads of Bethlehem steels. This is big, profit- 


able business. Are you getting your share? 


qlhe Midtown-Queens tunnel, under the East River, New York, is an 
excellent illustration of a tough, unusual job, where success and life 
itself are staked on Bethlehem steels. The drilling through rock is per- 
formed by Bethlehem Superior Hollow Drill Steel. Muck is hauled away 
over Bethlehem rails and switches, laid on Bethlehem steel ties. Water 
and compressed air are carried in Bethlehem pipe. The tunnels are lined 
with huge iron segments, cast and machined by Bethlehem, joined into 
giant rings by Bethlehem high-tensile bolts. Bethlehem structurals form 
much of the temporary and permanent framework; Bethlehem reinforc- 
ing bars strengthen the concrete foundations and walls of the ventila- 
tion towers. 





Llblen: 


Advertising pages in leading industrial publications tell tens of 
thousands of actual and potential mill-supply customers about Bethlehem 
steels. This constant barrage of advertising messages keeps Bethlehem’s 
name before industry, and makes all Bethlehem products easier to sell. 


These and other products are made by Bethlehem for mill-supply whole- 
salers. Most of them are sold largely or entirely through jobbers and 
wholesalers. We will be glad to tell you about jobber arrangements. 
Write Bethlehem Steel Company, Bethlehem, Pa., for information. 


BETHLEHEM STEEL COMPANY 





The LINCOLN line 
of lubricating equipment is 
constantly growing in popularity 
because 


Lincoln makes a complete line of lubricating equip- 
ment for maintenance of all types of machinery, as well 
as for the initial lubrication of manufactured products. 

This line includes hand operated grease guns, lever 
guns, 30-lb. and 40-lb. capacity high pressure grease 
guns, as well as larger units. 

Lincoln air and electric operated Lubriguns are de- 
signed to dispense greases and oils directly from origi- 
nal 400-lb. and 55-gallon drums. 

Lincoln also manufactures KLEENSEAL, Button 
Head and Pin Type Fittings; also many fittings for 
special purposes, such as Vented KLEENSEAL Fittings 
for anti-friction bearings, and Reservoir Fittings. 


(Model 309) 


MODEL 309 TWIN CYLINDER AIRLINE 
LUBRIGUN (shown at left) dis- 
penses lubricant directly from 
an original 100-lb. drum. This 
unit is capable of handling semi- 
solid oils, as well as viscous 
and fibrous greases. Mounted 
on a truck with 12” rear wheels 
and swivel front casters. Easily 
pushed from job to job. 


A few of the many items made 
by Lincoln are illustrated. The 
complete Lincoln line is illus- 
trated and described in Catalog 
No. 60... It will pay you 
to know more about this out- 
standing line which is dis- 
tributed through selected Mill 
Supply Distributors. 


It is a complete line of recognized superiority. 


It is sold under a clearly defined policy of select- 
ive distribution. 


It provides a generous distributor margin. 


It has substantial sales potential in a widely 
diversified market. 


It is manufactured by a sound, progressive com- 
pany who are pioneers in lubricating equipment, 
and whose entire facilities are concentrated on 
this one industry. 


(Model 1017) 


KLEENSEAL GREASE GUNS of the type shown 
above provide a fast, clean method of lubricating mach- 
inery equipped with KLEENSEAL, Zerk or hydraulic fit- 
tings . . . Model 1017 has 14-0z. capacity ... Maximum 
pressure 5,000 Ibs. . . . Models also available in 3'2.. . 
5%...9and 18-0z. capacity. 


(Model 1061) 


LEVER-TYPE GUNS are available in both high pressure and 
volume types, with attachments for all types of fittings. 
Model 1061 (shown above) handles all types of lubri- 
cants and develops pressures up to 10,000 Ibs. . . . 
Capacity 18-ozs. 


This Line Is Worth Investigation 


LINCOLN ENGINEERING COMPANY Pit 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, MO., U. S. A. 
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The five types which comprise Williams’ “C” Clamp 


line are the original models from which all drop-forged 
clamps were designed. The appearance of these famous 
tools has been widely copied, but their fine quality and 
performance have made them industry’s favorites for 
a generation. 

All Williams’ Clamps, both “C” and Parallel-jaw 
types, are drop-forged and heat-treated to Williams’ 
exacting specifications. Williams’ “C” Clamps, in 5 


complete lines, provide a wide variety of 
SEE OUR EXHIBIT 
AT BOOTH 2318 ° 4 ‘4 rey - 
Macuine | Sizes, 3/4 to 18” gap, for heavy, medium 


TOOL SHOW 


M: and light service. 
al 
ue 


Get the full facts on these fast-selling 


CLEVELAND ee a 
OCT. 6 10 13, 199 Williams’ Specialties. 


J. HW. WILLIAMS & CO. HEADQUARTERS FOR 225 LAFAYETTE ST.. NEW YORK 


pergge | TOOL HOLDERS LATHE DOGS “C” CLAMPS PIPE VISES PIPE TONGS THUMBNUTS& HOIST HOOKS EYE BOLTS 
: 
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NO “OFF-SEASON” 


FOR THIS tpt ADVERTISING 
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These diagrams and charts, offer you factual 
information on 








800d valve Practice that 
a8 Mever been available before— 
consulting Jenkins 








without 


Engineering Advisory 





Dvagram Courtesy of 


Muley Madecherm, Coumlting Bugrecer 
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E. J. McOSKER and JOHN J. WELCH, Editors 


Time to Stage a Push 


Somehow in the scramble to get enough words in 
print concerning our foreign policy, the third 
term, the status of WPA, and Gov. Dickinson’s 
new attention to the Devil, not much notice has 
been given to the fact that the forces of recovery 
have been quietly at work for some months. 
Then, in mid-July, the good news finally pene- 
trated to Wall Street. The Stock Market, that 


old reliable front page crasher of better days, 


blew off the lid of secrecy. The cat was out of 


the bag, and a look-around at that time revealed 
these startling figures: 


July 1939 

Industrial production 
Department store sales 
Steel ingot production...... 
Electric power : 
Car loadings 675,000 
42,000 weekly 
$52 millions 
mployment... ea 90 


Automobile production 
t 


ion awards 


82 
224 


This has happened quickly, and again we are 
reminded that under the new economy we must 
gear ourselves to shorter but much more frequent 
depressions and booms. ‘The editors are en- 
couraged to think, therefore, that the appear- 
ance next month of MILL SUPPLIES’ third 
annual Sales Guide issue, greatly revised to suit 
conditions of the day, is extremely timely. 

This year the Sales Guide, which has become 
a fixture with salesmen and their bosses for its 
fund of information on “how to sell, where to 


sell, how they use it,”’ takes note of the trend 
for concentration on profitable markets. 

With the help of distributors themselves, we 
have selected the ten industries which seem to 
offer the best opportunities for sales now and 
in the immediate future. These ten industries 
will receive a thorough taking apart showing 
why their activity rate is high, what production 
processes they perform, who is important. in 
requisitioning and afirming purchases and, 
finally, what products they buy, how they use 
them and, roughly, how much you may expect 
to sell them. Of course, data which applies to 
one market will also apply to related markets. 
For example, our study of metal working plants 
will apply as well to railroads, shipbuilders, 
automotive and aviation plants, foundries, 
stamping, forging plants and machine shops. 
it seems axiomatic that to add to the sales- 
man’s knowledge is to add to his selling capacity. 
The Sales Guide will be designed to help the 
salesman (and the sales manager) digest the 
facts about his markets quickly that he may get 
down to the job of selling them more quickly. 
Concentration on the ripest markets means con- 
servation of valuable selling time. 

If the elusive old girl, Prosperity, is emerging 
from around the corner again, we can’t trust 
to mere hopes that her stay will be longer than 
it was last time. It can be made longer for 
everyone who sets out in an organized way to 
make hay while the sun shines. And our lights 
burn late these nights as the editors dig into the 
job of preparing a handbook to help you do 
just that. 
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THE REPUBLIC 
9-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


a 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold 


- 








* Manufacturers ungnimously 
recognize the present-day Mill Supply 
House system for the many economic 
advantages it provides. Paramount 
among the advantages is the helpful 
service so closely associated with these 
institutions. There is no other source 
which offers producers such highly effi- 
cient, direct consideration in filling their 
equipment needs. 

The value of the personal type of 
service which an Industrial Distributor 
furnishes his trade depends a whole lot 
upon technical skill and training. It is in 
this respect that Republic finds an op- 
portunity to be of substantial assistance 
to its Distributors . . . putting at their dis- 
posal the unlimited facilities of the factory 
laboratories and field engineering serv- 
ice. This means that broad scientific 
resources stand back of each Republic 
Distributor’s personal knowledge and 
practical experience. The resulting satis- 
faction among users of Republic Mechan- 
ical Rubber Products is a tribute to 
superior service. Republic Rubber 
Division of Lee Rubber and Tire Corp- 
oration, Youngstown, Ohio. 


RUBBER 
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TALK OF THE TRADE 


ESCAPISTS: E. McCarthy (Harry P. Leu, Orlando, Fla.) 
left in mid-June on an auto trip to the San Francisco Fair, 
planned to tour West Coast and be back on the job August 1 
. E. I, Leighton and Missus (1 eighton Supply, Fort Dodge, 
la.) toured the same territory by rail, main object being to help 
Brother L. L. Leighton celebrate 75th birthday in Seattle . 
And, now that Seattle is mentioned, Jesse R. Schoenfeld (P. A 
Schwabacher Hdwe., Seattle) married a low handicap feminine 
links star and went on a golfing honeymoon, attending the p.a.’s 
convention in San Francisco and trying out a number of courses 
around the. Bay district, then on to Rio Del Mar and Del Monte 
... The Coast gets em... Mr. and Mrs. George M. Bock- 
stahler (Indianapolis Belting & Supply) skipped out there for 
a month ... And the J. G. Christies (Barrett-Christie, Chi- 
cago) also enjoyed a recent visit to the land of tall boosters. 


NOW IT’S “COL.”, SUH: T. Walker Lewis (President, 
Lewis Supply, Memphis) was appointed honorary colonel June 
21 by Governor Prentice Cooper of Tennessee. 


FOR THE RECORD: Read well this list of names: L. S. 
Greenleaf (Behr-Manning) ; George Halpin ( Minnesota Min- 
ing) ; Roger Tewksbury (Oster Mig.) ; Tony Clark (Norton) ; 
Horace Armstrong and Harry Blum (Armstrong, Blum) ; 
Percy Ridings (Syracuse Supply); Pere Maddock ( Maddock 
& Co.) . . . In case your name is there and you’re hazy about 
your own behavior at the convention, see Russ Duncan (R. C. 
Duncan Co.) . . . Russ took excellent color movies and caught 
all you boys good . . . What he'll take to suppress the film we 
dunno. 


KID STUFF: Note from Hajoca Corp., reads—‘The Soap Box 
Derby is over and Eddie Ball’s shadow, Little Sir Echo Trim- 
ble is all in one piece. Business in the Bethlehem territory 
should start moving again.” 


LET’S SEE YOUR TONGUE: Three successive cards from 
H. C. Cadwallader, Jr. (Standard Shop Equipment) tell an 
interesting story of rejuvenation . . . “Cad” submitted to Ber- 
narr Macfadden’s dictatorship, drank two quarts of milk a 
day, spurned other foods and in 30 days hiked and biked his legs 
off . . . Last card was from the N. Y. Fair where he reported, 
“Hiked 289 miles, biked 532 miles . . Lost 17 pounds, 10 years 
younger, 20 years tougher” . . . (Most strenuous thing we've 
done all summer is to fall out of a hammock ). 


SUCCESS STORY: Jerry Jeakle (Pres., Vincent Steel Proc- 
ess) has finally brought his team to the top of the Clinton Valley 
Country Club Bowling League . . . First president of the league 
when it was organized eight years ago, Jerry has been one of its 
top-notch bowlers and finest competitors. 

LONG, WHITE WHISKERS DEPT.: A little dazed by it 
all, young Dick Alcott (Riechman-Crosby, Memphis) is a grand- 
father for the first time . . June 8 a daughter was born to 
his daughter, Maxine (Baroness Wedell Wellsborgh, of 
San Francisco). 


Handouts accepted . . . but only at union scale. J.J.W. 
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css are not everything. Some 
are meat and some are poison. 
For, although both kinds involve 
overhead, the one carries a profit 
and the other does not. 

But here is a problem plainly 
marked, “Handle With Care”. 
Long has the distributor argued 
that it pays to buy from him 
rather than direct because the cus- 
tomer can buy in smaller quanti- 
ties, thereby saving on inventory 
charges, obsolescence, etc. So, be- 
fore proceeding against the small 
order evil, it would be well to 


BY JOHN J. WELCH eprtor 


know—first—some real facts about 
small orders. How numerous are 
they? How serious a menace do 
they represent? Where do they 
come from? And what, reason- 
ably, can be done about them? 
The answers to these questions 
will be found in analysis of the 
figures used here, which are a 
breakdown of actual orders re- 
ceived during the month of Janu- 
ary, 1939, by a distributor who pre- 
fers to keep his name and that of 
his company anonymous. 
Everybody has access to figures 


LOOK AT SOME OF THE ORDERS 


similar to those with which this 
distributor had to start his investi- 
gation. Total volume for the 
month—$45,972.41. Total orders 
received—2194. Size of average 
order—$20.95. Number of items 
specified—6019. 

On the other side, figuring in all 
costs except reserves and adminis- 
trative, and dividing this expense 
by the number of orders, he deter- 
mined that it cost $4.35 to handle 
every order. This, then, becomes 
the yardstick against which all 
ders must be measured. But— 





6 of all orders 


were under $1 


of all 


31.5% ORDERS 


orders are 


NUMBER 
DOLLAR 
VALUE 


$2,071.28—or only 





of all orders 


were under $5 


of all 


of all volume 


62.9% 


orders are worth 


$43,721.13—or 95.7% of 





5]: of all orders 


were for single items 


all volume 


Nearly half the order volume, 
but only a shaving of sales vol- 
ume. At the cost of $4.35 for 


handling each order, how much 
is lost on this business ? 
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In the Red on 814 Orders 


In an industry where margin is 
low and volume moderate, a loss of 
$3,836 is not easily written off with 
the remainder of the month’s busi- 
ness. Just how much profit would 
the other orders need to provide in 
order to balance this red ink? 


Out of the Red with 
1380 Orders 


Obviously this firm will have to 
average nearly $40 per order on all 


other business the rest of this month 
just to break even. 


Source of Small Orders 


The small plants? No! The BIG 
FELLOWS! 


Cost of Shipping and Shopping 

















Total orders under $5—814 
Total billing on 81 orders..................-. $2,071 
Gross profit (at 20%) 
977 shipments (1.2 shipments per order) at $4.35 
per shipment 


a ee ary $3,836 


cc fl gS | re ee eee 1380 
Total shipments required (1.2 shipments per order) . 1656 
Cost of shipments at $4.35...............000005 

This cost plus loss on 814 orders............... $3,836 


$11,039 
Figuring 20% gross profit, $11,039 represents the margin 
on $55,190 volume. 


Investigation shows the worst offenders to be the larger 
accounts. It’s not unusual to receive ten separate orders 
per day from these accounts. 
Reasons: 
|. Comptrollers, who have the ear of management, 
urge, “Buy sparingly, shop around, get the best price.” 
2. A list of requisitions on six items may be split among 
six different suppliers in order to save a few pennies on 
each item. Is this economy—or false economy? 


If it costs $4.35 to ship an order- 
What does it cost to shop it? 
Those 814 “poison” orders represent six days work for 
the supply house billing department alone (based on 
daily quota of 140 billings) 
Buying office has expenses, too— 

“Officing” the Order 

Checking Invoices 

Issuing Checks 
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Is Internal Inefficiency 
to Blame? 


Honest appraisal shows no duplica- 
tion of work, no unnecessary moves 
Were it not for 
close supervision of detail, organi- 


or excess routine. 


zation, and absolute minimum of rou- 
tine, the present personnel would be 
inadequate to handle the current vol- 
ume of work. 

(See chart, opposite page. ) 
This distributor can honestly say, 
“We're Not Wrong Here!” 


Osviousty a distributor with 
enough investigative bent to make 
such a study as the one above 
would not stop there. Further 
analysis of the broader aspects of 
his business, his territory and his 
customers revealed to this dis- 
tributor three directions in which 


he might move: 


1. SPECIALIZATION, Bearing in 


mind the figures on the month's 
business as a whole, consider now 
one single line on which this firm 
specialized during that month. 
The specialty line stacked up as 


follows: 


5.6% of total order volume 
14.4% of 
10.6% of total items handled 


total dollar volume 


5 plus items per order (com 
pared to 2 plus on other lines) 
DoLLAR VALUE OF AVERAGE ORDER 
General lines—$20.95 


Specialty line—$53.86 


Nice business, that specialty line! 
A good place to concentrate even 
more. Mindful that a real supply 
house must continue to be a source 
for all supplies, this firm now has 
clarifed its viewpoint on staples. 
“We 


“They're here and will give full 


handle them,” they say 


We had 2194 orders, 6019 items—But only 2751 ship- 
ments were required for delivery 


tomer in one shipment 





What Would You Do? 


service on them as required. But 
our sales concentration must be 
placed on those lines carrying the 
best profit.” 


2. TERRITORY LIMITATIONS. In 
recent years this company drove 
for more volume by putting on 
more men and reaching its fingers 
This 
brought the desired gain in volume. 
In 1936 
the cost of handling an order was 
$3.10; in 1937, $3.63; and in 1938 
it hit the $4.35 peak. 


taxes, wages and hours restrictions, 


into adjacent territories. 


But overhead rose, too. 


(Increasing 


etc., are also responsible factors. ) 
and in any territory you must ac- 
cept the unprofitable orders while 
This 


company has had to examine seri- 


bidding for profitable ones. 


ously its field activities and it be- 
gins to appear that 
“stay in your own back yard,” will 


the slogan, 
be applied. 


3. CUSTOMER EDUCATION, In the 
scramble to get the best price, many 
a p. a. can lose sight of the ex- 
penses he runs up. In the long 
run, the more orders he issues the 
more office detail he creates. All 
phases of spending, both internal 
and external, must be considered 
by him. The overhead problem 
may be less severe in the buying 
office than in the supply house. 
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1782 orders (81%) were received complete by the cus- 


15°, were completed in two shipments 

4°, were completed in three or more shipments 

38% of mill supplies shipments were received by the cus- 
tomer the same day or the next day. 


| This reduces office detail and overhead. 


Sut it can be very real and very 
much worthy of attention. For ex- 
ample, the supply man finds that 
handling 814 orders set him back 
$3,836, even after the deduction of 
margin-of-profit. He finds that 
these 814 orders represent six full 
days work for the billing depart- 
ment. The p.a., in whose office 
many of these orders originated, 
might find some things equally in- 
teresting. At any rate, a checkup 
on his work volume might show 
that issuing fewer orders, even at 
slightly higher prices, would pro- 
duce an important reduction of 
routine and overhead. 


The distributor who made the 
valuable study above is now going 
to the heads of plants in his terri- 
tory, showing them what he found 
out about his own business, sug- 
gesting that perhaps they, too, 
could effect economies by making 
a sensible analysis of procedure in 
their buying offices. On the whole, 
industrial management realizes the 
importance of having the distribu- 
tor handy to give service at all 
hours. Those who depend on him 
don’t relish seeing him lose money 
They 
will be glad to give him a lift if 
they reasonably can—and especially 
so if, in giving that lift, they can 
save money for themselves through 
the same action. 


or forced out of business. 





NO WASTE MOTION HERE 


(Chart diagram of inside organization) 
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Large as it is, this inside organization shows no duplication of work, excess routine or unnecessary moves 
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No use sending out sales pro- 


motion material unless you 
reach the right people, reasons 
Strong, Carlisle and Hammond 
Co., 


salesmen build and maintain 


Cleveland, Ohio—so its 


an accurate mailing list 


STEER 


INTEGRALLY A PART of the care- 


fully planned sales promouon 
program of Strong, Carlisle and 
Hammond, long established and 
nationally known Cleveland supply 
house, is a system of mailing list 
building and maintenance that per- 
mits accurate direction of all manu- 
facturers’ literature and 
waste to a minimum. 


reduces 


Salesmen Keep Books 


Strong, Carlisle and Hammond 
salesmen play the star roles in 
keeping these lists up-to-date. A 
book listing his customers is kept 
This book is 


called an advertising book and is 


for each salesman. 


used only for making advertising 
lists. Every line on which mailings 
are sent out is numbered, and there 
is a column space for it behind 
each customer’s name. If a given 
customer should receive mailings 
on a line, the salesman makes a 
check in the space allotted for that 
line behind his name. If he has no 
uses for that type of equipment, 
supplies or tools in his plant or 
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“The success of our sales pro- 
motion program rests pri- 
marily on the effectiveness of 
our mailing list,” says E. E. 
Stvan, progressive manager 
of the Strong, Carlisle and 
Hammond mill supply depart- 
ment 


EVERY PUNCH! 


gy EDWARD J. McOSKER 
EDITOR 


Bulletins recently issued by the 
Joint Sales Promotional Liter- 
ature Committee of the Na- 
tional, Southern and American 
associations emphasize the im- 
portance of building and keep- 
ing up-to-date accurate mail- 
ing lists. Strong, Carlisle and 
Hammond, Cleveland, recog- 
nizes the vital importance of 
this phase of sales promotion 
activity. Its methods will in- 
terest you.—The Editors 
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shop, naturally he gets no check 
mark. 

Customer lists are not confined 
to companies. Where more than 
one individual is a buying factor, 
the names of all such individuals 
are recorded. Some individuals in 
an organization are interested in 
certain lines and not in others, so 
column spaces are checked or left 
blank accordingly. Thus, SCH 
mailings on one line might go out 
to one individual in a plant and not 
to any others in that same organi- 
zation. 

On the other hand, some mail- 
ings might be directed to three or 
four individuals in a company, 
when these persons are factors in 
the recommendation, selection or 
actual purchase of a line. 


Accurate Lists Assured 


“The advantages of our system 
of building and maintaining our 
mailing lists are three-fold,” says 
E. E. Stvan, manager of the 
Strong, Carlisle and Hammond 
mill supply department : 





“In the first place, it is origi- 
nated and kept up by the men who 
know most about our cusotmers 
and prospects—the salesmen who 
are contacting them regularly. This 
gives us about the best assurance 
of accuracy we could have. 

“Secondly, it directs every mail- 
ing to the companies and individ- 
uals who should receive it— 
eliminates the danger of leaving 
out important people, on the one 
hand, wasting the time of those 
who are not in the least interested, 
on the other. 

“Finally, it keeps down our mail- 
ing costs—labor, envelopes, form 
letters and postage—and, at the 
same time, enables us to inform 
our manufacturers with some de- 
gree of accuracy how many of a 
particular mailing piece we can use 
effectively. 


Constant Checking Necessary 


“Of course, the salesmen must 
‘play ball’ if such a system is to 
work successfully. Whenever we 
take on a new line, our salesmen 
are required to check the names of 
customers and _ prospects who 
should receive some of this litera- 
ture on it. 

When changes occur in the per- 
sonnel of plants on which they call, 
it is their duty to correct their mail- 
ing list books. Eight or twelve 
times a year we have occasion to 
ask the salesmen to check their 
lists of customers for certain mail- 
ings, and in doing this they natu- 
rally look at every name. In this 
way, they come across names 
which should be—and are—elimi- 
nated. At the same time they add 
new names where this should be 
done. We do not use any list that 
is as much as a year old. I should 
say the average age of our lists is 
five months. 

“We have no difficulty about 
getting our men to keep up these 
mailing lists. They cooperate thor- 
oughly with us. The men have seen 
the results of the system, and they 
know it works successfully—for 
them individually, as well as for 
the company, so they are 100 per 
cent for it.” 

Sales promotion is a serious— 
and successful — activity with 
Strong, Carlisle and Hammond. 








(Advt. Book. 

The Strong, Carlisle & 
Hammond Company 
Cleveland, Ohio) 
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SALESMAN'S LIST 


Buckeye Bearings 


Anti-Freeze 


Steel Tubing 


Dayton Belts 
Simonds 


Hijet Heater 
Schrader Air Fittings 


Abrasive Wheels 
Motor Bearings 
Alexander Belts 


Starrett Tools 
Bitumastic 


Bond Casters 


Skilsaw 
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Mr. J. H. Miller, P.a. 
Cooper Foundry Co. 
1253 E. 46th St. 
Clevelund, Ohio 
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Mr. A. Reamer, M.M. 
Cooper Foundry Co. 
1255 E. 46th St. 
Cleveland, Ohio 











Mr. F. Suchy, G. Mgr. 
Crosby Auto Parts Co. 
2317 Hawthorn ave. 
Cleveland, Ohio 








Crumble House Wrecking & 
Material Co. 

8099 Athens Ave. 
Cleveland, Ohio 











Mr. L. R. Connor, P.A. 
Cummings Construction Co. 
10920 Hammond ave. 
Cleveland, Ohio 





Mr. F. J. Keller, Chief Engr. 
Cummings Construction Co. 
10920 Hammond Ave. 

Cleveland, Ohio 








Mr. B. B. Reinke, Supt. 
Cummings Construction Co. 
10920 Hammond Ave. 
Cleveland, Ohio 



























































Sample sheet from salesman’s advertising book, showing how customers and 
prospects are checked to receive mailings on various manufacturers’ lines. 
Other sources of supply, in addition to those listed, upon whose lines sales 
promotion mailings are sent out include Brown and Sharpe, S K F, National 
Tube, Yale and Towne and N. A. Strand 


It is tied in directly with personal 
sales efforts. When a new line is 
added, the salesmen are given a 
thorough “course of sprouts” on 
it, and then sent out on an intro- 
ductory drive. But preceding them 
always is a sales promotional mail- 
ing to prospective users of the line 
and frequently an advertisement 
on the line in the local purchasing 
agents’ paper. SCH _ industrial 
salesmen feature one of the com- 
pany’s leading lines in their sales 
work every month, and always a 
piece of effective literature on the 
line or a special letter regarding it 
is a part of this special effort. 
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When a new item is brought out 
by one of the company’s sources, 
the mailed announcements sent out 
to SCH customers and prospects 
are tied in carefully with the sales- 
men’s specialized efforts on the 
item. ; 

‘But we feel that the success of 
our sales promotion program rests 
primarily on the effectiveness of 
our mailing lists,” says Mr. Stvan. 
“It’s the foundation of our plan. 
Let it disintegrate and the entire 
structure tumbles. That’s why we 
never let up in our efforts to keep 
it as accurately as is humanly pos- 
sible.” 





JACK UP YOUR SALES CURVE 


All types, all sizes of jacks, — and 
how they're used, with a railroad 
shop as an example of your market 


Courtesy Templeton-Kenly Co. 
Even such a bulky object as a printing press will move if jacked. Here an 
“emergency” type lever jack, which pivots on its base, does the job 


PROBABLY BECAUSE every one of is then held at the new height 
our millions of automobiles carries by dogs which engage the shaft 
a jack, most of us have grown to teeth. Even with a double-action 
think of them primarily as mainte- 
nance tools. They have their 
maintenance uses, it’s true, but, 
particularly in  metal-working, 
jacks have literally dozens of pro- 
duction applications. No. 1 jack 
user is the railroad shop, so let’s 
choose that market as our example. 

But first let’s get an idea of the 
types of jacks—some you may not 
recognize. There are three prin- 
cipal types, the lever, the screw 
and the hydraulic. Lever-oper- 
ated jacks commonly handle lighter 
loads, screw-type medium “exact- 
adjustment” loads, and hydraulic 
the really heavy ones. It all goes 
back to the limit of the strength 
of the operator, for any jack must 
be operable by one or two men. 
The lever jack operates just like 
a crowbar, except that the toe of casting during layout. 


Here’s a closeup of a machinist’s 
jack—a miniature of those used for 
lifting houses. Every mechanic needs 
them. They fit any space readtly. 


jack and a 6-ft. handle, top lifting 
limits are 15 tons. 

For greater loads, the screw re- 
places the lever, higher capacities 
being obtained by making the 
“rise” of the screw thread less. 
Friction between the threads of 

(Continued on page 66) 


Courtesy Armstrong Bros. Tool Co. 


Four small machinists’ jacks on the surface plate hold an irregular shape 
An adjustable table (also using the screw principle) 


the bar lifts the jack shaft, which stands ready to move the casting afterward 
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A fruit packing plant such as this will wash, grade, size and box fifteen carloads of apples in a day. 


Some of these 


plants contain ten or twelve miles of gravity and belt conveyors, use multitude of industrial supplies 


AN APPLE A DAY 


Keeps the doctor away—but when the apples run 
into millions it means a call for the distributors’ 
salesmen and practically year ‘round opportunities 


where the fruit is grown, 


sorted and packed 


BY HENRY W. YOUNG, PACIFIC COAST EDITOR 


THERE'S A WHOLE LOT to an apple 
besides the core. If you don’t be- 
lieve it, ask R. C. Fordney, sales- 
man for Woodbury and Co., Port- 
land, Oregon, whose territory in- 
cludes the famous Hood river apple 
country. 

“What with keeping the insect 
pests and diseases out of the ap- 
ples while they are growing, and 
later washing, grading, sizing and 
packing the fruit for market, so 
many industrial items are required 
that they spot most of the pages 
of the catalog,” says Mr. Fordney. 

Take a look at the accompanying 
picture of one section of a single 
truit packing plant. It contains five 
lines of graders and sizers. After 
the apples are washed in an acid 


solution to remove any spray resid- 
ual, they are graded as to quality 
and color on grading tables and 
then run orito these sizer lines. 
The apples pass down these long 
lines in little fabric cups supported 
on cross bars driven by link chains. 
A steel finger supporting the cup 
carrier runs along over a series 
of scale bars. An apple travels 
down the line until it encounters 
a scale bar set for its particular 
weight, then the cup is tripped and 
the apple rolls out into a steel bin. 
All the apples in that particular bin 
are thus sized as nearly alike as are 
the Dionne quints, and they are 
also alike in color and quality. 
Packers take the apples out of 


(Continued on page 70) 
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Woodbury and Co.’s R. C. Fordney 
(pictured above) says distributors’ 
salesmen must keep “on the run” to 
properly contact apple growers’ asso- 
ciations, dealers who sell the orchard- 
ists and the fruit packing establish- 
ments 





THESE GENTLEMEN PREFER 


There's a reason why executives, salesmen and everyone else in 


this organization pushes bronze enthusiastically: The line carries a 


real profit and most of the usual headaches have been eliminated 


THE MERCHANDISING RECIPE we 
have used to cook up a successful 
business on bronze products con- 


tains no secret ingredients. But 


[ can't say too much for the way 


it has “jelled’’ with us in this case. 
The formula is simply this: 


Salesman George Mathew- 
son tired of seeing that 
doubting look enter a cus- 
tomer’s eyes when he told 
of the large bronze stock 
carried by Squier, Schilling 
& Skiff, and, being a 
“camera bug”, he— 


—Photographed the whole 
thing, made up a picture 
portfolio for himself and 
all salesmen and stopped 
the doubting Thomases. 
“Seeing ts believing”, says 
Mr. Squier, for the idea 
brought big results 
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By ARTHUR H. SQUIER 
SQUIER, SCHILLING & SKIFF 
NEWARK, N. J. 


(As told to John J. Welch) 


1. Carry a complete stock. 
2. Gear your service to the needs 
of the territory. 

3. Tell the customers about it. 

4. Have an alert sales force. 

5. Steer their efforts  wisel) 
from within. 

6. Cooperate fully with the 
manufacturer and his missionary 
man. (And have a manufacturer 
who knows how to cooperate with 
you!) 

Most of these things link to- 
gether. For example, one of the 
ways in which our manufacturer 
cooperates is to make it worth 
while for us to carry a full stock 
of his products. His price list is 
reward quantity pur- 
chases by us. (Our resale list is 
also so scaled, but more about that 
later.) His policy of selective dis- 
tribution is vital, too, for if too 


scaled to 
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many other distributors were han- 
dling the same line in this area it 
would be unprofitable for us to 
give it as much attention as we do. 

We have on hand every possible 
size, and are grateful to our manu- 
facturer for keeping his line from 
becoming too broad. Naturally 
it requires a constant close check 
on the frequency with which each 
size is ordered. Otherwise we 
would be burdened by an excess of 
slow moving items. With the help 
of our perpetual inventory system 
we are able to keep the slow mov- 
ers to absolute minimum. 

Proud as we are about the full- 
ness of our bronze stock, we fre- 
quently find a doubting Thomas 
among our p. a. friends who can’t 
quite believe our line to be as 





BRONZE 


complete as we say it is. But 
we're ready for him on that score, 
too. He gets picture proof—in 
fact, a whole portfolio of lively 
looking photos taken in our stock 
room. This is the work of 
man George Mathewson, who, in 
addition to being a good order- 
getter and transmission expert, is 
also a camera bug. It’s amazing 
the way this picture story really 
clinches it. Seeing is indeed be- 
lieving. 


Sales- 


Happily the sale of bronze bear- 
ings, bushings and bars involves 
very little extra service features 
and we have tried to assume these 
ina sensible way. Naturally we try 
mainly to concentrate on selling, 
preferably quantity orders. But 
some of our salesmen are engineers 
and so can give expert technical 
advice on problems brought up by 
the customer. However, when a 
problem is not urgent and its an- 
swer can be deferred for a brief 
time, we “save” it until the manu- 
facturer’s man makes his next 
regular visit to the territory. This 
gives him something to sink his 
teeth into when he goes calling 
with our men. Instead of ringing 
doorbells aimlessly he is steered 
toward those customers who have 
specific problems to settle. (Cus- 
tomers who, by the way, will be all 
the more plez ised to see him.) 
of course, is one of the 
major sources of pride for any 
supply house, and that applies 
within our organization, too. De- 
spite the extent of our bronze 
stock, we can give instant answer 
to the familiar, “Have you got it?” 
when it’s fired at us over the phone. 
This is done by tieing up our per- 
petual inventory with an inside 
communication system. In fact, 
everyone in the organization is 
ready 24 hours a day to help 
customer who needs For the 
record, Bill Skiff recently won the 
Mitt Suppries monthly award 
for “distinguished service” in help- 
ing one of his customers. 

To return to the manufacturer’s 
man, teamwork in working with 


Service, 


The bronze 


line is kept complete, but constant checking is required to watch 


for slow moving items so that the stock won't become bogged down with parts 


infrequently called for. 
the perpetual inventory system 


successful that 
now his schedule requires that he 


him has been so 
weeks. Sales 
meetings on the line are held 
regular intervals. Latest develop- 
ments on the application of bronze 
products are brought to the atten- 
tion of the men, and in general dis- 
cussions kinks that have been en- 
countered in selling are ironed out. 
This helps not only the man who 
originally encountered the kink, 
but all of the men who may bump 
into it some time later. 


visit us every six 
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Gertrude Lowe spends most of her day watching over 


Much of this description of our 
activities in the bronze line has 
been given over to praise for the 
cooperation we get from the manu- 
facturer. But I have waited till 
the end to tell about the most help- 
ful thing he has done for us. The 
quantity discount plan really has 
our enthusiasm. On most oi the 
items, prices are scaled into five 
brackets. For example, if you 
were a user of Part No. EC465, 


here are the prices you would pay 
(Continued on page 62) 


Telephone Salesman John Martin answers dozens of inquiries about the line 


every day. 


the familiar, “Have you got it?” 


Thanks to the perpetual inventory system, he can quickly answer 
Thanks to a simplified price catalog and 


the manufacturer’s firm resale policy he can quote figures on all quantities 


without hesitation 
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Salesmen get the “low- 
down” from manufac- 
turer’s missionary man. 
With so many different 
items to sell, they can’t 
possibly dig out all the 
best selling features of 
each product 
selves 


them- 


Regular sales meetings 
offer an opportunity to 
extend knowledge on 
the lines, to thrash out 
selling problems that 
arise and to discuss fail- 
ure or success in efforts 
to make quotas 


Salesmen who naturally 
“take” to a certain line 
should be encouraged. 
Becoming experts on its 
sale, they can then lend 
assistance to _ their 
mate in closing diffi- 
cult wders 


A recent motion picture film 
by Mr. Brendel's division of 
M. M. & M. dramatized the 
merchandising and operative 
practices of several successful 
distributors. . .. This was an 
attempt to present not new 
and startling facts but a re- 
view of fundamentals that have 
been proven in actual prac- 
tice. .. . So well received was 
the film that it is likely distrib- 
utors who have not seen it will 
be interested in the material it 
contained.—The Editors 


By LOUIS “500” BRENDEL 
HANCOCK VALVE DIVISION 
MANNING, MAXWELL & MOORE 


THE PURCHASE OF CIGARETTES and 
gasoline is largely a matter of habit. 
So is the purchase of most indus- 
trial supply items. The supply 
salesman’s job, then, is mainly a 
matter of dealing with habits of 
customers. When they are in the 
habit of buying from him he tries 
to keep them so. When they are 
in the habit of buying other lines 
than his own, he tries to change 
that habit. A lot of other pre- 
liminaries about the business could 
be given, but in my opinion these 
would only serve to make the mat- 
ter appear more complicated than 
it is. Without further ado, let’s 
examine some practices that have 
been known to get and are getting 
results for a great many supply 
houses. Perhaps you are already 
using some of these plans. Per- 
haps some of them are not suited 
to your particular house. At any 
rate, it’s a good idea occasionally 
to review the fundamentals—lke 
backing off from the trees to take 
a look at the forest. 

Obviously the sales force, hav- 
ing so many different things to 
sell, can’t possibly dig out by them- 
selves the selling features of each 











SUPPLY 


product, nor concentrate on all at 
one time. The answer for many 
houses is to have a regular cam- 
paign schedule throughout the 
year for products on which they 
wish to specialize. The schedule 
can be laid out for six months at 
a time, the common allowance for 
each product campaign being two 
weeks. Sample schedule : 


First two weeks January — Smith 
Valves 
Second two weeks January — Brown 


Grinding Wheels 

First two weeks February — Jones 
Pipe Threading Machine 

Practically all manufacturers are 
ready and willing to supply trained 


men to address the sales force and. 


make field calls with the men. 
Such a schedule permits time for 
making advance arrangements with 
manufacturers. Much time is also 
saved for the distributor’s men and 
the missionary man if the former 
carefully schedules each day’s 
work for the missionary man. 


Monthly Quotas 


Setting a quota is like setting 
your sights on a target. Efficiency 
seems to come from assigning each 
member of the sales force a 
monthly quota on the various lines 
handled. The quota is merely a 
fair estimate for all business, de- 
pending on conditions. This is 
then broken down by lines and still 
further for each salesman. Not 
only does it give the men something 
to shoot at, but it gives manage- 
ment a picture of just how well 
each one is doing his share. In 
some cases, failure to make quotas 
is openly discussed at sales meet- 
ings, and the group also hears 
from those who have made their 
quota or exceeded it. 


Selling vs. Order Taking 


It is encouraging to note that 
the old fashioned “good time 
Charlie” who sold on friendship 
alone, is rapidly being supplanted 
by a new generation of hard-hitting 
mill supply salesmen, peddlers who 
get business because they know 


(Continued on page 60) 






PROFITS 


Constant vigilance is re- 
quired to keep abreast 
of changing conditions 
in the territory, chang- 
ing needs for products, 
changing accounts, etc. 


The distributor show 
has proved its worth as 
a stimulant to business. 
Personal encounter of 
the buyer with the sup- 
ply house personnel 
gives him a better idea 
of the full extent of 
facilities available 


Counter men are sales- 
men, too. When the 
counter man is on his 
toes and knows the lines 
well he can do much to 
help customers “trade 
up”, assuring the house 
of greater profit and 
the customer of greater 
satisfaction 




































































































































































































































































ABRASIVES—THE MODERN 


Abrasive 


cloth in the form of discs, belts and sheets is extensively used 


throughout industry in the finishing of all types of metals 


[HE ENGLISH CALL our sandpaper 
“glass paper,’ which is really a lot 
more accurate than our word for it, 
for sandpaper has nothing to do 
with sand. The answer is not far 
to seek—common sand from the 
lake or sea shore is really composed 
of millions of tiny pebbles, worn 
smooth and round by rubbing one 
against another, worn so smooth in 
fact that they would fail miserably 
in cutting any other material. Each 


28 


little grain on a piece of sandpaper 


‘must act as a miniature cutting 


tool, cutting a shaving just as 
surely as does a full-size tool-bit. 


Hence it must present sharp cut- 
ting edges and must 


be spaced 
from every other grain to give the 
chip clearance that prevents load- 
ing and burning. 

We really knew very little about 
abrasive cutting until a couple of 
centuries ago, when the English 
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Sandpaper isn't sandpaper, 
emery cloth probably doesn't 
carry emery, less 
does more work—the buyer's 
dollar goes further—but you 
get more business 


abrasive 


spy E. J. TANGERMAN, 


TECHNICAL EDITOR 


first combined crushed glass, glue 
and paper. Today we use five dit- 
ferent minerals, depending upon 
service, three of them natural and 
two manufactured or artificial. Of 
the three natural ones, flint is a 
quarried quartz, crushed and 
graded for size; emery (oldest 
known abrasive) is quarried and 
mined in Turkey and Greece ; cro- 
cus, an iron oxide that is really 
more of a polishing powder than 
an abrasive ; and garnet, mined and 
quarried principally in the Adiron- 
dacks. Aluminum oxide and sili- 
con carbide, the two artificial abra- 
sives, are both electric-furnace 
products. The first is made by fus- 
ing aluminum ore (bauxite) with 
various reducing agents, then cool- 
ing, crushing and grading. Silicon 
carbide, made the same way, is 





PARADOX 


almost as hard as diamond and is 
quite brittle. 

Flint and emery are the old re- 
liables. Garnet, because it is hard, 
sharp and cuts cleanly, has suc- 
ceeded flint as a woodworking and 
leather-finishing abrasive. Silicon 
carbide has replaced garnet in shoe 
manufacturing, aluminum oxide 
has supplanted garnet for many 
woodworking jobs where continu- 
ous high-speed production under 
heavy pressure is required. Alu- 
minum oxide has replaced emery 
for fast metal removal, so that 
emery is now used almost exclu- 
sively for metal polishing, a field it 
shares with crocus. Further shifts 
of responsibility may be expected 
as our knowledge of, and need for, 
abrasive cutting continues to grow. 

All abrasives are originally large 
pieces, which are broken, crushed, 
and graded for size, the latier being 
done to give the abrasive paper or 


cloth a known cutting action. Very 
fine grits may even have to be sep- 
arated with air or 


water. Grit 
sizes, formerly identified by sym- 
bol only, are now also being indi- 
cated on artificial abrasives by the 
smallest screen through which the 


grit will pass. For example 2/0 








Photographs used to illustrate this article were furnished through the courtesy 


of Carborundum Co., 


Behr-Manning Corp., and Minnesota Mining & Mig. Co 


Extremely fine, gritted cabinet and finishing papers give a smooth, velvety 
finish to furniture parts and various other wood parts 


is one size of mineral grit, which is 
also usually marked 100—meaning 
that it will pass through a screen 
with 100 meshes per inch in each 
direction. 
Backings have been changing 
too, particularly during the last 
twenty 


a. 
= 


years. Fourdrinier, or 





Welded joints can be made invisible 
with a touch or two of 


“sand paper” 


modern 
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single-ply, papers used to be the 
standard paper backing. Cylinder, 
or laminated papers had greater 
strength but used to split and peel 
between plies. That has now been 
eliminated, and four different 
weights of paper are used: “A” 
a 40-lb. “finishing” 
70-lb. paper, “D” a 
100-Ib. “cabinet” paper, and “E” 
a 130-lb. “roll” weight 
(Continued on page 64) 


paper, “C” a 
“cabinet” 


paper, 
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1936 


100 = Average Monthly Sales, 1923-1925 


SUPPLY SALES 


The Sales Indicator inched up another two points to 
| 14+ in June, continuing the climb that has been steadily 
maintained all through the year. The pace slackened 
off in the North Atlantic states, but volume went ahead 
in every other area. Orders per day were up 4 to 106, 


but value per order slipped off 61 cents to $15.06. 
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About Milling Cutters 


1. Are milling cutters cut from 
solid bar or forged to shape? Why? 

2. What are common cutter ma- 
terials? 

3. How fast 
speed-steel 
brass ? 

4. When a ferrous material is 
cut, is there any variation from 
this speed range? 


should a 
cutter 


high- 
be driven in 


5. If a carbon-steel cutter is 
used, what happens to speeds? 

6. Is there any general rule for 
surface speeds of milling cutters 
in any materials? 

7. What are the exceptions? 

8. Does any other factor affect 
cutter speed? 

9. What is the commonest cool- 
ant for cutters? 

10. How about 
pensive mixture ? 

11. Is there any general rule on 
milling-cutter feeds? 

12. What two other factors in- 
fluence feed? 

13. What is the major harm 
from too low a feed? 


another inex- 


14. Is clearance angle larger on 
a larger cutter? 

15. How wide should the “land” 
of a cutter be? 

16. Just what is the land? 

17. What is the result of too 
great cutter clearance? 

18. What is done to end mills 
to make them cut more easily? 

19. What does this do? 

20. Why are cutters with raked 


teeth used in ductile materials ? 

21. Is rake of any advantage in 
milling cast iron? 

22. What is the difference in 
cutter sharpening for aluminum 
and brass? 

23. How much rake should be 
allowed in ductile materials ? 


24. What is an average rake? 

25. If rake is wrong, what 
happens? 

See page 72 for anwsers. 


Sam Supplier Measures a Fish 


A fisherman friend of Sam Sup- 
plier’s was on the ’phone. “Sam,” 
sezzee, ““How’s about selling me 
a piece of stainless so I can make 
a weathervane to go on top of my 
garage ?” 

“O.K.”, says Sam, “How much 
ya want?” 

“That’s your problem,” sez the 
fisherman. “Figure it out this way: 
I want a piece a foot wide and 
long enough to make a fish with 
a 9-in. head, a tail as long as the 
head plus half the body, and a 
body as long as the head plus the 
tail.” 

“It's a Hell of a way to get 
business, but that’s better than 
nothing,” says Sam. So he went 
to work with a pencil, and in five 
minutes had his oldest boy on the 
way with the strip. How long 
was the strip, and how long were 
the fish’s body and tail? 

(You don't fish? O.K., Land- 
lubber, look on page 74). 
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"I'm perfectly satisfied with my present salary, Boss, but my wife 
thinks | should have a raise!" 
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SALES TIP 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 


facts through digesting. 


Where the reader's interest 


is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared. 


How to Sell Today 


Where should sales emphasis be 
placed to get the most orders? How 
can a salesman win customers and 
sales in today’s keen competition ? 

These are vital questions to sales- 
managers and salesmen and are 
answered in full by Cy Norton in 
the July 15 issue of Forbes. 

Three have necessitated 
a change in selling emphasis. These 
factors are: 

First, the volume of 
business today, which automatically 
reduces the number of orders avail- 
able and produces keener competition 
for the orders. Second, the fact that 
prices on competitive products are 
approximately the same today. Third, 
most buyers today know more about 
merchandise and products than they 
ever did before. 

The most important thing to sell 
today then is yourself. Sell your- 
self so that your customer wants to 
buy from you. Then no matter what 
you sell, you are the fellow who gets 
the orders. 

Seven 


lactors, 


decreased 


inter- 
outstanding 


salesmen 
gave this one 


successful 
viewed 
tip: 

Sell yourself so that your custom- 
ers want to buy from you.” 


Cleaning Oily Belts 


An inexperienced oiler flooded the 
bearings on a line shaft and soaked 

large leather belt with lubricating 
oil. Before long, the belt began to 
slip and run off pulleys. R. B. 
Humphrey in the July issue of 
Power tells how the belt was first 
washed with gasoline, wiped thor- 
oughly, and pulleys cleaned the same 
way. The oil was then drawn down 
to the proper level in the bearings. 
This treatment improved operation, 
but it did not entirely correct the 
trouble, so the belt was again washed 
with gasoline and wiped. 

Oil continued to work to the sur- 
face so Fullers earth was sprinkled 
on the belt while it was running with- 
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out load until both sides were thor- 
oughly coated. After operating this 
way for about one hour, the belt 
was stopped and the earth scratched 
off which had soaked up oil from 
the belt. Another washing with gas- 
oline and a treatment with a belt 
dressing restored the belt to good 
operating condition. 


SELL-OSOPHY 


When you leave your customer, leave him 
so satisfied that your next visit will be wel- 
comed by him, and not dreaded by you. 


A post-mortem on a lost sale is never as 
effective as a plan for the next sale. 


The job ahead is waiting for you to get 
ready for it. 


When you believe in what you are selling 
—then you are already selling it. 


There's always one sales manager with you 
—that's yourself. You can albi for him. 


Closed to Salesmen 
After 3 P.M. 


“Recently in our wanderings we've 
seen a number of signs reading, 
Closed to Salesmen after 3 P.M. 
“In one place,” says the writer of 
this article in The Chicago Pur- 
chaser for July, “after I had driven 
50 miles to get there, I found a sign 
which said, Salesmen are Requested 
to Call Mornings Only.” 

“A research organization has 
made a nation-wide study of how 
salesmen spend their time. This is 
what they found: 25 per cent of their 
time is spent in waiting, 20 per cent 
doing detail work, 40 per cent travel- 
ing and only 15 per cent in face-to- 
face selling. Those statistics give us 
some idea of what it would mean to 
close the door to all salesmen at 3 
P.M., cutting two hours off their 
selling day.” 

“Salesmen are the best source for 
getting information about new devel- 
opments, new products, new formu- 
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las. What they have to say is often 
vital to our business. We don’t 
have to buy, but it won’t do any harm 
to listen. So why shouldn’t we adopt 
the plan of the open door and the 
open mind? A universal attitude of 
this kind toward salesmen would, we 
believe, prove a definite stimulus to 
business improvement.” 


The Ideal Salesman 


The ideal salesman will never exist 
says Printer’s Ink, but it does no 
harm to let sales managers drool as 
they read his characteristics with 
sales-hungry eyes, for it is as close 
to the ideal as they ever will come. 

First and most important charac- 
teristic of the ideal salesman is his 
eagerness, nay zippy zest for work; 
plain, steady, consistent selling effort 
day after day, in good weather and 
in bad, from nine in the morning 
until five at night. 

He is intelligent enough to solve 
the majority of his own problems. 

He has judgement in stretching 
and contracting the company rules so 
as to accumulate the maximum num- 
ber of orders and good-will from 
the customers, while avoiding as- 
sorted grief for himself and his man- 
ager. 

Nothing deters him from his main 
object of writing up orders consist- 
ently. 

His sales manager looks upon his 
loss to the company with absolute 
horror, and dreams of a heaven where 
all salesmen are his equal. 


You Can't Drift 
Into Success 


Summer is already here. It will 
be pleasant, and easy too, to while 
away the weeks in innocent enjoy- 
ment of leisure time. Summer lures 
with many worthwhile and pleasant 
attractions. Take them in your stride, 
says Personal Efficiency, for you are 
entitled to your fair share of the joys 
of living. 

There is just one caution—appor- 
tion your leisure so that some of 
it—enough of it—is applied to your 
self-promotion program. Don’t take 
your hands off the controls just be- 
cause its summer. This is a good 
time to make a plan and a program 
for the coming four months. Sched- 
ule your time. Perhaps you can do 
a lesson assignment each week and 
have a goodly share of summer 
pleasures—many people do. But 
don’t drift—determine not to drift. 

Make an action plan for this sum- 
mer and determine to carry it 
through. But have a good time, also. 
You can do both. Try it! 
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. THE OSBORN MASTER WHEEL 


@ RESEARCH made the Osborn Master Wheel what it is today: a fine tool, 
correctly balanced, true-running, fast-working . . . the ideal, general purpose 
wire wheel brush. e Osborn Research has achieved a multitude of other 
developments with production and maintenance brushes through constant 
study of brush req in all ind 





@ Have YOU investigated all ; 
possible uses of brushes in YOUR plant? Brushes do many jobs faster, 
better and at lower costs than are obtainable with other methods or equip- 
ment. ¢ Look to Osborn and your Osborn Distributor for the high standard | 
of brush service Osborn has made available for your use. Ask about it! 7 





9084 MANUSA 


OSBORN RESEARCH WILL HELP YOU SELL MORE BRUSHES 


(A Message to “Brush Conscious” Salesmen / 


@ Osborn’s Research activities are unique in the You, too, can use Research methods on every 


THE MOST EXTENSIVE LINE OF 


industrial brush field. But many brush users do 
not know that fact. That’s why the full page 
advertisement, reproduced in miniature above, is 
appearing in current issues of leading industrial 
publications. 


Osborn Research helps you sell more brushes 
by keeping Osborn Brushes developed to the 
exacting standards of performance and durability 
that modern industry demands. 


INDUSTRIAL BRUSHES 


call. Look for jobs now being done with some 
other method or equipment which brushes can 
do better, faster and at less cost. 


Osborn Research will help you if you need 
information to back up your suggestions to cus- 
tomers. Write us anytime. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE . 
Sales Offices: New York «¢ 


CLEVELAND, OHIO 


Detroit »« Chicago « San Francisco 


. SERVING ALL 
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INDUSTRIES 


THESE INDUSTRIES ARE RIPE FOR YOUR SPECIAL ATTENTION 


STEAM AND Hot-WatTEeR HEATING 
APPLIANCES: Most disconcerting 
thing to think about this sticky 
weather, but we’ve gotten so used 
to hot water we've got to have it. 
Hence the makers of this equipment 
are starting to stir their stumps to 
be sure they’re in top-notch running 
order when the peak hits in October. 
Many of them have their own foun- 
dries — meaning molding tools, 
brushes, shovels and various sorts 
cf handling equipment as well as 
tools, accessories and supplies for 
the die shop. 


TeExTILE MACHINERY & Parts: The 
current month is tops for these fel- 
lows, anticipating the rush _ for 
clothes as soon as the wind begins 
to whistle. Here go specialized parts 
like oil cups, V-belts and sheaves, as 
well as all the line of metal-working 
tools, accessories and supplies. 


Brass, Bronze & Copper Propucts: 
In four or five weeks these plants will 
be hanging out “Help Wanted” 
signs, but before that, they’ve got to 
be sure everything is in running 
order. Try them on tool and die 
steels, press guards, belts, buffing 
wheels, solder and soldering irons, 
hand and power tools. 


ae” 


BAKERIES: These once were hand- 
operated outfits, but nowadays they 
go in for conveyors, dough mixers 
and bread “untouched by human 
hands.” Try ’em on conveyor chain 
and mechanical transmission, pyrom- 
eters, special racks and tote trucks, 
brushes, brooms, white-coated hose, 
and so on. 


BuTTER PLANTs, CREAMERIES, DAIR- 
irs: The big commercial butter 
plants are hard at it these days, 
packing the spread for your bread 
and mine. Again it’s a mechanized 
industry, so try the things mentioned 
above, plus power supplies like re- 
frigeration piping, valves and fittings, 
packing, insulation, and so on. 


CANE-SUGAR REFINERIES: Come 
August and the sugar season, and 
the big sugar refineries have every- 
thing going. They use lots of power 
supplies, like packing, piping, valves, 
fittings, mechanical transmission 
items, and even such ordinary things 
as shovels and brooms. 


PETROLEUM REFINERIES: Here's a 
September peak, even though the 
big market for gasoline is ending. 
Everything from power accessories 
and supplies to machine-shop sup- 
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plies can go here, for a lot of these 
fellows make their own cans and 
other packages, as well as what goes 
in ’em. 


CHEMICAL PLANTS: These are also 
called the “process industries”—in- 
cluding most of those places that 
have the evil smells. Here again 
steam, hot water and electricity are 
usually important so they take plenty 
of pipe, valves, fittings, wire, switches 
and so on, as well as_ insulation, 
scrapers, mechanical-transmission 
items, and all the odds and ends that 
every plant needs. 


Russer Boots & SHOES: Just be- 
fore winter sets in, these plants get 
going. They take maintenance items 
mostly, unless they make their own 
dies. If they do, they have very 
completely equipped machine shops 
—with the expected requirements of 
tools, tool bits, machine-tool acces- 
sories, and so on. 


Toy PLants: Having done most of 
the stocking for the Christmas trade, 
these fellows are beginning to take 
a look around. They should need a 
bolt or two, a length of pipe, a piece 
of packing and other items after a 
heavy season. 


SALESMAN’S HOROSCOPE 





Pyrex’’ Broad Red Line Gauge Glass, you're not selling just 
another gauge glass. You're selling them a positive means of insuring permanent water level 
visibility. That's why engineers prefer it and why it is creating new sales records for dealers 
in ‘‘Pyrex’’ Gauge Glasses. 

This profit-building greater visibility is made possible by the broader, transparent red line that 
is fused permanently to the wall of the gauge glass. Together with the features of previous 
‘Pyrex’ Gauge Glasses (all of which have been retained), and the ease with which you can 
now cut “‘Pyrex’’ Gauge Glasses to odd lengths, this visibility means added sales and assured 


repeat business. Write today for complete literature on the ‘‘Pyrex’’ Broad Red Line Gauge 


j ioe) 
FUCK SAUCE GLASSES 


CORNING GLASS WORKS, CORNING, 11. ¥. 


“PYREX"’ is a registered trade-mark and indicates manufacture by Corning Glass Works. 
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THATS WHY 


engineers prerer PYREX BROAD RED LINE GAUGE GLASSES 


WueN you sell your customers a ** 





1 ts easter to read. The broad red line 
makes visibility of the fluid level greater 
from every angle 


P¥ 


Visibility is further increased by illumi- 
mating the franiparent red link from the 





Now you can furnish odd lengths cut 

from stock for that a 4, eck: “up 

order, Complete cutting instructions 
make it possible. 
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TEN YEARS AGO IN MILL SUPPLIES 


JL NORTON, THEN PRESIDENT, NORTON, 
NOBTH & CO, NASHVILLE FOUND THAT CARRYING 


AROUSE BUYERS’ INTEREST, AND PAVE 


THE WAY TO MORE BUSINESS. 
AND SHOWING SAMPLES WAS A MOST EFFECT- 


IVE WAY TO INTRODUCE NEW ITEMS, 


WEW MOVES — 


MB NORTON IS NOW MANAGER OF THE 
MILL AND FACTORY DEPARTMENT OF 
BUFORD BROS, INC, NASHVILLE 











—— 


PURCHASING 
DEPT 








me 7 JL. NORTON | 


, a 
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THE CAPEN BELTING €& RUBBER (O.. ST. WUIS, MOVEDTO 1920 
WASHINGTON AVE., WHILE HINDS € COON OF BOSTON CHANGED 

THEIR ADDRESS TO /IG-118 PEARLST. MUNNELL &SHEABILL, 
PORTLAND, OREGON, WERE NEWLY OCCUPYING A 3-STORY 


BUILDING AT |00 FIRST STREET, AND THE PEDEN 
IRON ANO STEEL CO, HOUSTON, HAD BUILT A 4- 
STORY OFFICE BUILDING ON BAKER ST. 


ts P ANNOUNCEMENT wis MADE UF 
dea BUSINESS CHANGES ~My 


BEALS, MECARTHY & ROGERS, INC, BUFFALO, BOUGHT THE 
ENTIRE STOCK OF THE W.H.H. NEWMANNICO, SAME CiITYeeee. 
e7HWE VALE & TOWNE MFG CO., STAMFORD, CONN., PURCHASED 


THE ADVANCEMENT OF OS. DOLLISON 
FROM SALES MANAGER OF THE RE- 
PUBLIC RUBBER CO., TO VICE 





PRESIDENT IN CHARGE OF SALES 
THE ASSETS AND GOOD WILL OF THE STUEBING- COWAN AND TO THE DIRECTORATE OF 
CO., OF CINCINNATI, OHi0, ANO HOLYOKE, MASSeeee THAT ORGANIZATION. 
eALL PRODUCTS OF THE SPIRUCOLITE CORP, BLOOMFIELD. 
N J., WERE TAKEN OVER BY THE AMERICAN PULLEY 
CO., PHILADELPHIA, THE LINE TO BE KNOWN 
HENCEFORTH AS AMERICAN SPRUCOLITE ANO 
DISTRIGUTEO THROUGH AMERICAN PULLEY 


WAREHOUSES. 





———- 


JG BELDING BECAME 
PRESIDENT OF LOMBARD 


IRON WORKS & SUPPLY 
CO, AUGUSTA, GEORGIA. 











| ——— 

N BELTING & RUBBER (CO, ST LOVIS, FOUND IT 
PROFITABLE TO GIVE FULL COOPERATION TO MANUFACTURERS 
REPRESENTATIVES WAS TOLD IN AN ARTICLE BY JOHN J. 


TIEBNEY, SECRETABY- TREASURER AND MANAGER OF 
THAT COMPANY 
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July 4 Cracker Pulls 
In Favorable Comment 


The Hancock Valve division of 
Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn., prepared a giant 
Fourth of July cracker in the form 
of a mailing piece timed to reach 
25,000 valve prospects just before the 
holiday. Theme of the mailing piece 
was “He followed in his cousin's 
footsteps to make you free—from 
costly valve repairs.” 

Calling attention to the connection 
between John Hancock, signer of the 
Declaration of Independence, and his 
cousin who founded the Hancock 
Valve Co., the mailing piece pulled 
in a number of favorable comments. 


Towner Hardware Adds 
Two New Salesmen 


D. K. Towner, general manager of 
the Towner Hardware Co., Muske 
gon, Michigan, announces the addi 
tion of Harvey Laurence and Foster 
Gilbert to the company’s industrial 
sales force. 


\ 


Stuart Gourley, sales manager of Manheim 
Mfg. and Belting Co., just before striking 
out for the West Coast called in his sales- 
men for a chin fest and sales meeting at 
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Phil Slade (left) and Howard Lewis are 
the telephone voices of Lewis E. Tracy 
Co., Boston. They keep wires hot with 
orders and customers cool with service. 


The Arthur Madden's and daughter. 
After ten years with industrial plants in 
Buffalo area, he joined R. C. Neal Co. in 
April. Will become outside salesman on 
general lines 


‘ 


*) 
\y 


\ 


CORRECTION ON 
“MARKAL” TRADE NAME 


The trade name “Markal" or “Mar- 
kal Stick-O-Paint" as applied to 
paint and paint sticks is the exclu- 
sive property of the Markal Co., 
Chicago, sole manufacturer and dis- 
tributor. The trade name “Markal" 
was credited to another compecny, 
through an error, in the last Buyers’ 
Reference Number of MILL SUPPLIES, 
issued in December, 1938. We beg 


your pardon. 





Bearings for roller skates to locomotives 
is slogan of new Portland, Ore., branch, 
Bearing Sales & Service, Inc., Seattle, 
Wash. Gordon Tupling (right), manager 
with his assistant Dean Wood 


‘'\ 


the plant and home office in Manheim, 
Pa. At the table are, left to right: Stuart 
Gourley, Hugh W. Kelly (President), H. E. 
Ginder (Superintendent), S. B. Flint, J. F. 
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Regan, L. C. Kenney, V. K. Alexander 
(Chicago branch manager), A. B. Geer- 
ken, R. N. Harding, J. G. Parsons and 
B. E. Wurtmann 





“We have found that there’s ex- 
tra wear in HEWITT Transmission 
Belts. The HEWITT Distributor 


gets our business.” 


HEWITT 
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S. H. Disston New Head 
Of Philadelphia Company 


At a meeting of the board of 
directors of Henry Disston & Sons, 
Inc., Philadelphia, held June 28, 
1939, Henry Disston, president ‘of 
the company since 1929, was made 
chairman of the board. S. Horace 
Disston, vice-president and general 
manager since April 1936 was elect- 
ed president. William D. Disston 
now becomes vice-president in 
charge of purchases, sales engineer- 
ing and new product development. 

S. Horace Disston entered the 
main plant in Philadelphia in 1899 
and spent the following eleven vears 
working in the saw and file shops. 
In 1910, he was brought into the 
front office to handle various duties 
pertaining to factory production. 
He was given an opportunity to see 
the other side of the picture when in 
1921 he was placed in charge of 
hardware sales for the company. 
With this varied background of ex- 
perience in factory production, sales 
ind general management of the 
business, he is well qualified to 
issume the duties of president and 
lead Disston in celebrating its 100th 
anniversary in 1940. 


Connecticut and Western 
Massachusetts Form Group 


At an informal meeting held in 
Hartford, Conn., June 9, a group 
1 Connecticut and Western Massa- 
chusetts advertising and marketing 
men laid the ground work for the 
formation of a local organization, 
with a view to becoming a chapter 
of the National Industrial Adver- 
tisers Association. Herbert V. 
Mercready, vice-president of the 
N.I.A.A. membership committee and 
K. W. Bailey, chairman, new chap- 
ter development, Eastern area of 
N.LA.A. presented the purposes of 
the national association. 

At a second meeting held in 
Waterbury, Conn., July 13, final or- 
ganization plans were completed The 
meeting was presided over by F. V. 
Creagh, sales promotion manager, 
American Chain & Cable Co., Inc.. 
Bridgeport 

The new organization will hb 
known as the Industrial Advertising 
ind Marketing Council. The fol- 
lowing officers were elected: E. V 
Creagh, president; A. W. Tucker 
Henry G. Thompson & Son ( 
New Haven, Ist vice-president: C 
H. Winslow, Cuno Engineering 
Corp., Meriden, Conn., 2nd vice- 
president; and Galen Snow, Snow, 
Bates & Orme, Inc., Springfield, 
Mass., secretary-treasurer. 
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A few of the members of the Connecticut Mill Supply Club lined up outside the 19th 


hole at the Brooklawn Country Club where they held a golf tournament early in June. 
Left to right: Fred Page (Page Steel & Flagg}, H. Behn (Hunter and Havens), H. John- 
son (C. A. Templeton), G. Steel (Page Steel & Flagg), E. C. Sullivan (Hunter and 
Havens), Starkie (L. L. Ensworth), L. White (White Supply), R. Hunter (Hunter and 
Havens), W. J. Kuba (Hawley Hardware), E. Havens (Hunter and Havens), S$. Dodd 
(Hunter and Havens) and J. H. Stagg, Jr. (Hawley Hardware) 





Tafel Electric Co., Louisville, Ky., took a day off early in June and celebrated their 
twenty-fifth year in the wholesale business with big doings at the famous water resort, 
French Lick. Taking part in the activities were: Jos. Schrecker (president of Southern 
Electric Co.), Mayor Jos. Scholtz of Louisville, Jack Evans (Tafel Salesman), Paul Tafel 
(Tafel general manager) and Carl H. Weber (Edwards and Co.) 





Mindful that man is ever on the alert to find a mortal enemy of fire, W. S. Wilson Corp., 
New York, as distributors of a new type fire distinguishment (Dugas), put on the above 
demonstration for their customers. Among the interested spectators were safety engineers, 
plant superintendents and members of the New York City Fire Department College 





P. M. Hardwick (second from left), Pacific Coast manager of Dixon Valve & Coupling 
Co., lands at the main plant in Philadelphia for a visit with R. B. "Dick" Goodall (ex- 
treme left), sales manager, J. V. Walsh, secretary and H. W. Goodall (right), president 
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Alemite Electric Power 
Gun Model 6190 


Holds 25 Ibs. of plastic 
lubricant; delivers 12 
Oz. per minute under 
pressure of 4500 to 5000 
lbs. per sq. in.; heavy 
duty universal electric 
motor; easily portable; com- 
plete with hose and cord. 


Alemite Filler Tank 
Model 6425 


Used to refill hand guns in 
Life-Saver plant. Holds 35 
lbs. lubricant. Pumps 1 
pound to each 7 strokes. 
Permits easy, fast, clean 
loading of Alemite Hand 
Guns without exposing 
lubricant to contamination. 





Alemite “Rock Crusher” 
Gun Model 6524 


Exclusive patented helix 
arm and worm positively 
prevents air pockets. 
Holds 40 Ibs. lubricant 
—fibrous, plastic, or 
viscous; develops pres- 
sure of 5000 Ibs. per 
sq. in. Easily portable. 


The eight Donnelley-built catalogs issued by the Fort Wayne Pipe 
& Supply Company of Fort Wayne, Indiana, and its affiliate, the 
P. & H. Supply Company, are further examples of the part good 


catalogs have in maintaining a successful supply business. 


Every TIME you nonder what 
can be done to improve your sales, 
consider what an up-to-date catalog 


can do for you. 





R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS 
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Somebody must have told Jack Le Vally 
(left) and Tom Hurley a funny story just 
as the camera shutter clicked, for look at 
their grins. But they say there's nothing 
these two energetic sales executives of 
the Lincoln Engineering Company enjoy 
more than swapping comical yarns 





Grinding Wheel Plan 
Approved by Industry 


Current revision of Simplified 
Practice Recommendation R45-32, 
Grinding Wheels, has been accorded 
the required degree of acceptance 
by the industry, and became effec- 
tive June 1, 1939, according to an 
announcement by the Division of 
Simplified Practice, National Bureau 
of Standards. 

Prior to the establishment of this 
recommendation in 1926, the in- 
dustry found that there existed, not 
only an enormous variety of similar 
shapes and sizes for a given purpose, 
but also that in many instances 
proper attention had not been given 
to proportions and other features of 
design affecting wheel strength. The 
establishment of this recommendation 
materially reduced the variety of 
wheels to a number generally re- 
garded as adequate for all normal 
requirements of the trade. 


Chapple of ARMCO 
Specks Before P.A.'s 


“The purchasing agents are spend- 
ing industry’s dollars, and the prin- 
ciples and policies they use in the 
way they handle those dollars play 
a vital part in maintaining the pri- 
vate enterprise which has made 
America great,’ Bennett Chapple, as- 
sistant to Charles R. Hook, presi- 
dent of the American Rolling Mill 
Co., told the annual convention of 
the National Association of Pur- 
chasing Agents in San Francisco, 
May 22. 

Mr. Chapple then traced the prog- 
ress of American business, and told 
of the steel industry’s part in the 
development of new products that 
constantly improve the nation’s stand- 
ard of living. 
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“LIGHT 
CONDITIONING 


reduces errors 


».. Saves money 
in our plant” 


says J. J. WITENHAFER, Auditor 
The Lake City Malleable Company 














as NE of the results of ‘light-con- 
ditioning our plant,” according 
to Mr. Witenhafer, “has amazed us. 
Giving the men plenty of good light, 
we have found, reduces errors, saves 
us money. Another point: A man who 
can do a good job under ordinary 
lighting can do a better job, with less 
effort, under good lighting.” 
The lighting, as shown in the photo, 
is a combination of high intensity 
mercury and 750 watt G-E MAZDA 
lamps in modern reflectors that pro- 
duce well blended illumination and 
that make seeing easy. 
Today, the kind and amounts of light 
needed for various industrial processes 
can easily be determined. For exam- 
ple, certain kinds of close seeing, 
precision work, require 50, 100 or 
more footcandles of light to be done 
efficiently. With a General Electric 
Light Meter, you and your shop fore- 
men and plant superintendents can 
measure the light accurately. 
For specific information on the com- 
bined mercury and incandescent light- 
ing now satisfactorily used in many 
industrial plants, write to Dept. MS-H, Good light for easy seeing is an essential in the pattern 
at either address given below. shop of the Lake City Malleable Company in Cleveland. 





USE A G-E 


LIGHT METER a \ GENERAL @ ELECTRIC 


om suaeanen the Malian te General Electric Vapor Lamp Co. Incandescent Lamp Dept. 166 
807 Adams Street, Hoboken, N. J. Nela Park, Cleveland, Ohio. 

your plant and to find out 

whether the various departments get enough 

uniform light for easy seeing. Costs $11.50. 
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These Saws 
Sell Easier 
Because They 
Cut Easier 





CRESCENT GROUND 
CROSS-CUT SAWS 


Superiority guaranteed. These saws will cut ten per cent more timber, 
same time and labor being used, than any other brand of Cross-cut Saw. 


Write for Cross-cut Saw Catalog and Prices. 


SIMONDS 


SAW AND STEEL COMPANY 


1350 Columbia Road 127 So. Green St. 
Boston, Mass. Chicago, Ill. 
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Pipe in hand and a broad smile on his 
face, J. Al Johnson, genial president of 
the Excelsior Leather Washer Manufac- 
turing Co., Rockford, Illinois, certainly 
is the picture of a gentleman ready to 
toss trouble right over his shoulder 


Administrator Andrews 
Opposes Darrow Amendment 


In opposing the Darrow Amend- 
ment to the Wage and Hour Law 
which would fix 44 hours as the 
standard work week for concerns en- 
gaged in the wholesale and distrib- 
uting trades, Administrator Andrews 
has advanced the contention that 
their average hours have not ex- 
ceeded 42.8 per week during the 
three years from 1935 to 1937 in- 
clusive and that the amendment is, 
therefore, unnecessary. 

The following quotation reflects 
Administrator Andrews’ views: 

“The adoption of the proposal to 
freeze the standard work-week for 
wholesaling and distributing estab- 
lishments at 44 hours would, in our 
opinion, serve as a precedent for the 
progressive relaxation of the effort 
to obtain a 40-hour standard work- 
week for American industry. 

“It may be noted that the range in 
hours worked per week in the whole- 
saling business before the enactment 
of the Fair Labor Standards Act oi 
1938, as computed from data fur- 
nished for the week nearest the 15th 
in each month was as follows: 

Hours Worked Per Week 

Year Low Average High 

1935 40.4 41.3 42.4 


1936 = 41.6 42.6 43.2 
1937. 42.1 42.8 43.4 


“These statistics indicate that an 
extensive adjustment in the work- 
week of the wholesaling business 
will not be required by the Act. It 
is also our view that although whole- 
saling establishments may operate on 
a schedule which calls for hours in 
excess of the maximum specified for 
employees by the Act, employment 
can be arranged so that most em- 
ployees are worked on the basis of 
the standards prescribed by the Act.” 





The first “Maxi” Taps were shipped from the 
“Greenfield” plant only five years ago. In 
that short time they have revolutionized 
tapped-hole production costs in certain 
metals throughout all industry. Never has 
a new development in tapping so quickly 
established itself—not even excepting the 
application of high speed steel or ground 
threads to these tools. 


Now the market for “Maxi” Taps has been 
developed. Numbers of progressive dis- 
tributors have carried them in stock with 
considerably increased profit to themselves. 


REENFIELD 


“Greentield” engineers will be glad to play 
ball with any distributor who wants to know 
more details about “Maxi” Taps, and the 
particular fields in which they excel. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 
Detroit Plant: 2102 West Fort St. 


Warehouses in New York, Chicago, Los Angeles and 
San Francisco 
In Canada: Greenfield Tap & Die Corporation of 
Canada, Ltd., Galt, Ontario 





“Maxi” Taps are high speed steel taps with 
a special surface treatment that makes them 
extra tough and long wearing. They are es- 
pecially efficient in materials with abrasive 
or gritty characteristics, such as bakelite, 
fibre, die castings, aluminum, cast iron, low 
carbon steel, etc. ‘Maxi’ Taps can be easily 
identified by their jet black 
color. 
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Profit-insurance always zn force 


In the Allen sales-force — working for you — you have 
profit-insurance that compensates for losses in a competitive 
field. Insuring healthy growth of sales through the application 
of hollow screws in new places. 


These factory-staff salesmen are trained and experienced to 
serve as Engineering Advisors to prospective users. They show how 
to utilize hollow screws in bettering machine design and per- 
formance. They are creators of new accounts, not mere diverters 


of orders from one make of hollow screw to another. 


The accounts they sell must order through the local Distribu- 
tor. The accounts are billed through the local Distributor. The 
men themselves are at the service of the local Distributor. They 


will help you on any sales problem — on call. 


THE ALLEN MEG. COMPANY 


HArRrvrornD, Conn. U.$.A. 
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National Ass'n Enlarges 
Quarters in Philadelphia 


George A. Fernley, advisory-sec- 
retary of the National Supply and 
Machinery Distributors Association, 
early this year purchased the prop- 
erty at 104 N. Fifth Street, Phila- 
delphia, and has just completed 
extensive alterations including the 
erection of a two-story addition 
which joins it with the property at 
505 Arch Street, where the Fernley 
offices have been located for over 
thirty years. 

As a result of the acquisition of 
the Fifth Street property, the Asso- 
ciation’s offices have been enlarged 
about fifty per cent and the interior 
arrangement has been changed com- 
pletely. 

Associated with Mr. Fernley are 
H. R. Rinehart, who was appointed 
secretary-treasurer at the Pinehurst 
convention in 1935, Thomas A. 
Fernley, Jr., his nephew, and P. F. 
Hord, former President of the Sim- 
mons Hardware Co. of Philadelphia. 


Capen Belting & Rubber Co. 
Elects Officers 


On June 3, 1939, the Capen Belt- 
ing & Rubber Co. of St. Louis, Mis- 
souri, elected James W. Moyle presi- 
dent of the concern. He succeeds the 
late Charles T. Jones who passed on 
May 6 of this year. Samuel J. Henry 
was elected vice-president and John 
J. Tierney added the post of secre- 
tary to that of treasurer which he 
has held for some time. 

Mr. Moyle is well known to the 
supply field through his eighteen 
years of service with the Manhattan 
Rubber Mfg. division for whom 
Capen are exclusive distributors in 
the Missouri and southern Illinois 
territories. Both Mr. Henry and Mr. 
Tierney have been with Capen for a 
number of years and are well known 
to the trade. 





Father and son—and both in the same 
business. E. C, Nagel (right), presi- 
dent of the Essex Brass Corp., Detroit, 
and Paul Nagel, his son. The picture 
suggests it's not difficult for these two 
gentlemen to smile 





mN VLE Source of 


PR 0, FIT 
DISTRIBUTOR 


STOCK SIZE 


@ Here is an opportunity to meet a constantly growing, highly 
profitable market. The use of self-lubricating bearings has grown 
tremendously during the past five years. Today, every line of 
industry has one or more applications. 
Johnson Bronze opens this market to the industrial supply dis- 
tributor with stock sizes of LEDALOYL — the ideal self lubri- 
cating bronze bearing. 
LEDALOYL is a new and unusual bearing. Our exclusive proc- 
ess of PRE-ALLOYING the basic materials permits the intro- 
duction of lead, provides absolute uniform structure and elimi- 
nates all harshness in the bearing. LEDALOYL contains oil . 
up to 35% by volume, with fine, evenly distributed pores pro- 
viding adequate lubrication at all times. 
V)nite Today Independent tests have proven that no sintered bronze 
offers the user such a remarkable record of performance as 
LEDALOYL. No other source of supply offers distributors such 
close cooperation ...such wide and constant advertising . 
catalogue on Stock Sizes such definite sales assistance as Johnson Bronze. 
pings “ and Large production runs of every stock size of LEDALOYL pro- 
ee ee eee vides a low unit cost to the user. The Johnson Distributors’ 
tion on size, price and 
acseniere leobiiinlinn agreement provides an ample profit margin for the distributor. 
pees Write today for complete details on this new source of PROFIT 
© i the DISTRIBUTOR. 


JOHNSON BRONZE COMPANY a 
5 


S/feeve BEARING HEADQUARTER 
535 SOUTH MILL STREET + NEW CASTLE, PA. 
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For a copy of our new 





Repair trucks soon are under way . . 
among thousands of volts of man-made lightning, rope lifts men and mate- 
rials. The linemen effect repairs. Electric power . 
... is restored. And as the linemen stow away their equipment, they care- 


fully re-coil their Manila Rope. 


For among linemen . . . and wherever the safety of lives and property is 
at stake ... Manila Rope plays its part. In one such instance after another, 


... PLYMOUTH Ship Brand Manila. 


Men who must trust their lives and property to rope know that in 
PLYMOUTH there is always an extra margin of safety and endurance which 
comes from careful control of the quality of both materials and workmanship. 
It is this controlled quality which has earned for PLYMOUTH Ship Brand 


its reputation as “The Rope You Can Trust.” 


PLYMOUTH CORDAGE COMPANY 
NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 
Sales Branches: New York, Boston, Baltimore, Philadelphia, Chicago, Cleveland, Houston, San Francisco 
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DANGER! 
HIGH VOLTAGE! 


. . - but Rope Keeps Linemen Safe 
Out of the leaden sky, a blinding flash—a peal of thunder . . 


ness. In the nearby city the word is spread, “The wires are down!” And 
modern civilization comes to a standstill. 


. racing to the fallen wires. 


. . life-blood of the city 
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at Norristown, Pa. 


Hajoca Opens Branch 


Nearly 300 power plant engineers, 
heating contractors, manufacturers 
and master plumbers did honor to 
Hajoca Corp., at the official opening 
of its new branch in Norristown, 
Pa., June 20. 

A modern warehouse permits in- 
door loading of trucks. In the same 
building a complete pipe cutting and 
fabrication service is provided. Ha- 
joca has also made plans to serve 
industry on a 24-hr. daily schedule in 
acetylene and electric welding. 

Vance Hazzard has been named 
manager of the new branch house. 
His fourteen years in Hajoca’s serv- 
ice give promise of a high standard 
of cooperation with the industry. 


Lakeshore Adds Warehouse; 
Develops Construction End 


Lakeshore Machinery and Supply 
Corp., Muskegon, Michigan, indus- 
trial distributor, has recently occu- 
pied a warehouse on Glade street. 
This building—a one-story structure, 
80 by 40 feet in dimensions—is being 
used for the storage of machinery. 
The company’s main office, store and 
warehouse is at 1922 Peck street. 

Lakeshore is steadily developing 
its construction equipment business, 
a phase of activity entered into the 
first of the vear. 





They say you can't mix business with 
pleasure but Frank Connolly seems to 
be doing it here—unless, of course, he 
used that Thor UI4A portable electric 
drill to catch the fish. Frank is a sales 
representative of Independent Pneumatic 
Tool Co., working out of the Philadel- 
phia office. He is well known to dis- 
tributors, with whom he spends most of 
his time 
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IT PAYS THEM—IT WILL PAY YOU +. 
to Push the Yarway Trap 


“Yarway Traps can 
meet so many situations 
so satisfactorily in my 
territory, that I expect 
my personal slogan to 
come true soon. It is 
‘where there is smoke, 
there is Yarway. 

B. M. KRAMER 
Chandler-Boyd Co 

B. M. KRAMER Pittsburgh, Pa. 

“We believe that Yarways are leaders and 

should help the trap business in a large way 

Our customers are standardizing on them and 

tell us whenever traps are needed—we will 

get their orders.” 
3URNS BROTHERS Syracuse, N. Y 

“The Yarway certainly 

helps supply house 

salesmen to get more 
steam trap business 

The novel design and 

ease of demonstration 

makes it a good item to 
feature in our sales 
work.” 

WILLIAM A. Corst 
Root, Neal & Co 
WILLIAM A. Corst Buffalo, N. Y 
“A good 


sound merchandising 


product, a 


policy and continuous 
advertising make the 
Yarway 
worth featuring in our 
selling efforts.” 


Trap well 


Grorce A. JANZEN 
Cary Machinery @ 
Supply Co 


Baltimore, Md GerorGe A. JANZEN 


are now paying us dividends 
| 


work we have done on Yarway 
many plants. When a product sells 
use, it is well worth featuring.” 
P. M. Grupss 
Dillon Supply Co., Raleigh, N. C 


“We find the Yarway 
Trap a good opening 
to other steam specialty 
business ™ 

WaLter E. Zep 
The Riechman-Crosby 

Co 
Memphis, Tenn 
Wacter E. Zepr 


YARNALL-WARING COMPANY, Mermaid Place 


“Steam 
plants in my territory 
have found the Yarway 
Trap an efficient per- 
former. Many of our 


processing 


customers have told us 
they are standardizing 
on Yarway Traps and 
whenever more traps 
are needed —we will 
get the orders.” 
C. J. LoHRey 
Eastern Steam Specialty Co., Inc. 
New York City 


C. J. LoHrey 


“Many food processing plants in my territory 
have taken to the Yarway Trap because its 
small size saves space—its high efficiency gets 
equipment hotter, sooner.” 
H. W. Haicu 
Chicago Tube @ Iron Co., Chicago, III. 


“Many of my _ custo- 
mers are standardizing 
on Yarway Traps. One 
firm that has 300 or 
more Yarways has ad- 
vised us that they have 
saved 75% of their trap 
maintenance costs since 
using the Yarway.” 

H. HOUNSLEA 
Seeley eg Jones, Inc ‘ 
Bridgeport, Conn H. HOUNSLEA 
I have found Yarway Traps readily accept 

able by all of my customers, and I have them 
in almost every plant on which I call. Several 
have standardized on Yarways and have re- 
placed all other traps in their plants.” 
H. L. Payne 
James Supply Co., Chattanooga, Tenn. 


“The outstanding en- 
gineering features of 
the Yarway Steam 
Trap, plus the cheerful 
and capable support ot 
the Yarnall-Waring 
Company, give the 
Yarway distributor a 
distinct advantage over 
competition - 

JaMes E. Pucu 

Smith-Courtney Co 
Hickory, N. C 


James E. PucGu 


I have had unusual success with Yarway 
Traps in laundries and hospitals. Laundries 
tell me they are getting from 20°% to 30% 
more work out on machines equipped with 
Yarway Traps.” 

HerBertT S. JENNINGS 
John Day Rubber & Supply Co., Omaha, Nebr. 


“Repeat orders are 
paying us many times 
over for the original 
selling we did through- 
out our territory. Many 
of our customers are 
standardizing on Yar- 
way Traps.” 
W. C. Brown 
Globe Machinery & 
Supply Co. 
W. C. Brown Des Moines, Iowa 
“When I tell them they usually can buy a 
new Yarway for the cost of repairing an- 
other type trap, they go for it.” 
P. A. McGowan 


Cameron & Barkley Co., Charleston, S. C 


“Yarway advertising 
and personal assistance 
from the Yarway fac- 
tory representative have 
helped us 
building up our sales 


greatly in 


volume on Traps.” 
B. S. BarKER, JR. 
Pye-Barker Supply Co. 


Atlanta, Ga. B. S. BarKER, JR 


“We are successful in 
selling Yarway Traps to 
many laundries, hotels, 
hospitals and_ institu 
tions. We find Yarways 
well worth featuring in 


our sales efforts.” 


R. F. Lapwortu 
Murray W. Sales & Co 


R. F. LapwortH Detroit, Mich. 


“The Yarway certainly put mill supply houses 
in the Steam Trap business.” 
C. F. Powett 
James McGraw, Inc., Richmond, Va 


“Our trap sales sky 
rocketed soon after we 
took on Yarway Traps 
and tied in our sales 
effort with Yarway 


publicity.” 
C. E. HocKENBROCHT 
Geo. F Motter’s Sons 


York, Pa C.E.HocKENBROCHT 


Philadelphia 
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G. A. Miller Is Named Key 
Co. Vice-President 


George A. Miller has been pro- 
moted to the vice-presidency of the 
Key Co., East St. Louis, Illinois, 


GEORGE A. MILLER 


succeeding Dr. Frederick E. Key, 
one of the co-founders of the com- 
pany bearing his name, who passed 
away recently. 

Mr. Miller (known to his inti- 
mates as “Gus” and “Cuz’’) has been 
with the Key Co. since 1924, and, 
although his duties are various, he 
is still chiefly concerned with the 
distribution of Key joint sealing 
compounds through industrial supply 
houses. 

The smile Mr. Miller is wearing 
in the accompanying picture is 
accasioned by a_ sizeable export 
order, which he clutches firmly be- 
hind his back because, he says, you 
can’t even trust an itinerant photo- 
grapher in these days of intense 
competition. 


New Quarters for Detroit 
Sales Branch of U. S. Rubber 


The Detroit sales branch of United 
States Rubber Co. and of U. S. 
Tire Dealers Corp. has moved from 
its former location on East Jefferson 
Avenue to 5850 Cass Avenue. 

All main divisions of the company, 
including Footwear, U. S. Royal 
Foam Sponge Mattress, Clothing, 
Mechanical Rubber Goods, Insulated 
Copper Wire and Cables, and General 
Products, as well as U. S. Tire Deal- 
ers Corp. are now located in the new 
quarters. 

The branch for many years occu- 
pied a building adjacent to the De- 
troit factory. Increased business and 
added activities, requiring approxi 
mately twice the floor space of the old 
location, necessitated the move. 

Executives of the Detroit branch 
are: The Sales Managers, E. F. Bus- 
dieker, Mechanical Rubber Goods; 
W. F. Pressey, General Products; 
J. E. Rutter, Footwear, Clothing and 
Foam Sponge; H. O. Bock, Tires; 
Operating Manager, W. A. Mitchel. 





Thanks to BELMONT Packings 


With the illustration and caption repro- 
duced above we are rt on out an- 
other Belmont story of savings and 
safety. Using leading trade publica- 
tions, we're stressing the fact that oil 
leaks are not only expensive—but dan- 
gerous. A fire hazard that the proper 
Belmont packing would eliminate. 


And when we say, "Thanks to Belmont 
Packings”, we're really saying, "Thanks 
to Belmont Distributors". For Belmont 
Packing is sold only through distribution 
—Belmont advertising is your advertis- 
ing ... exclusively. 


Take full advantage of it—and the other 
sales helps that Belmont puts in your 
hands. Use the service folders that 
break down packing requirements by in- 
dividual services. Keep the sample kit 
handy, always ready to close the sale 
by letting the buyer see what he's get- 
ting—and make sure to put the new Bel- 
mont Catalog, which will be off press 
soon, on every customer's desk. It is 
going to be an invaluable packing ref- 
erence that will shout your name every 
time he picks it up. 


Make it a point to menticn Belmont on 
all your calls. It's one habit that pays! 


Complete line of Belmont packings are stocked 
by authorized Belmont distributors in all 
important industrial centers. 


THERE’S A BELMONT PACKING 


,r A fa. 


SAMPLE PAGE FROM THE NEW BELMONT 
CATALOG WHICH WILL BE OFF PRESS SOON 


Gasoline and Oil Packing 
Spool Form Belmont ’’6100’’ 


High grade asbestos yarn, 
firmly braided, each strand 
thoroughly impregnated 
with a compound that is 
impervious to petroleum 
products. Suppliedon 
spools '/g” to 39” 


Stitched White Hydraulic 

Packing 
Coil Form Belmont 12 
Closely wovencotton sheet. 
ing laid up with rubber 
friction. Stitched with 
strong linen thread. Sup- 
plied in sizes 4” and up- 
ward, 


FOR EVERY SERVICE 


BELMONT 


N ¢€ $ 
THE BELMONT rane. & RUBBER COMPANY 


BUTLER AND SEPVIVA STREETS @e PHILADELPHIA, PA. 
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NEW DEVELOPMENTS 
in the VISE FIELD... 


ollands 


THAT HELP YOU 
TO SELL MORE! 


COMBINATION VISES 


A recently perfected model now of- 
fered for the first time in the mill sup- 
ply field. It combines vise, anvil and 
pipe jaws ... mounted on a swivel 
base. Jaw widths 4 sizes from 312” to 
6”; holds pipe from 4%” to 6”. 


TOOL ROOM VISES 


Adapted for tool room work ... with 
swivel base and swivel jaw. 


ee ee 


SOFT METAL VISE JAWS 


Designed for machinists vises . . . will 
fit any make of vise, made in sizes 
from 3” to 6” in copper, brass or lead. 
Easily and quickly adjusted to any 
vise . . . and stays solidly in position. 


FIND OUT HOW YOU 
PROFIT WHEN THEY 


Buy Hollands 


Drop us a line today for 
literature describing the 
complete Hollands Line 
and No. 36 price list. 


HOLLANDS MFG. Co. 


ERIE, PENNSYLVANIA 


Serving Industry for over 2 century. 











GET-TOGETHER IN 


CHICAGO 


Distributors and sales representatives of Norton Co. in the Chicago area who got 
together for the first of a series of experimental field sales meetings 


H. K. "Tony" Clark (center) of Norton 
who conducted the first meeting with 
Wallace Montague and W. R. "Bill’ 
Moore also of Norton 


Thermoid Rubber Adds 
Three to Plant Staff 


\nnouncement has been made by 
Phermoid Rubber, division of Ther- 
moid Co., of three additions to its 
staff. Newell A. Perry, jr. joins 
the laboratory staff as a research 
chemist, specializing in) compounds 
and testing methods. 

James E. Harrah has been placed 
in charge of the molded hose dep’t. 
Mr. Harrah has had fourteen years 
experience in the manufacture of 
molded and wrapped hose of all 
types. 

Charles Mudd has been added to 
the laboratory staff to work on com- 
pounding and chemical research. Mr. 
Mudd is a Columbia graduate and 
has had several years experience in 
the mechanical rubber 
try. 


goods indus- 
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Norton Co. Experiments 
With New Type Meeting 


Norton Co. whose philosophy for a 
long time has been that distributors 
are not customers but part of the 
sales staff, put the theory to test 
when they invited their Chicago 
area distributors to a field sales meet- 
ing June 29. 

Frankly labelling it an experiment, 
Norton invited three distributors to 
prepare twenty minute talks from a 
selected list of subjects. All dis- 
cussion about product, quality and 
application was eliminated and_ the 
meeting devoted to a frank, full dis- 
cussion of Norton distributor poli- 
cies. Following each talk a twenty 
minute discussion period was allowed 
in which distributors were encour- 
aged to speak their minds. 

Carl Channon, Great Lakes Supply, 
spoke on “Promoting the Sale of 
Norton Products”; Russ Duncan, 
R. C. Dunean Co., selected “What 
Norton Can Do to Help Their Dis- 
tributors”; and Lew Gilbert, Screw 
Machine Supply, described “How We 
Sell Norton Products”. 

The first meeting was such a suc- 
cess that plans are under way to 
hold) similar meetings in Detroit, 
Cleveland, Pittsburgh and Philadel- 
phia within the next two months. 


Sales Representative 


R. H. Whittemore has been named 
sales representative for Columbus 
McKinnon Chain Corp., and Chis- 
holm-Moore Hoist Corp., Tona- 
wanda, N. Y. He will make New 
York City his headquarters. 





WIRE BOPE 
LAY SE r (paper Py, 


e ail 
RN Wherever it is necessary to have econ- 
s omy of operation, increased service 
A AS from machinery, greater speed of pro- 
AFE duction, or increased safety to work- 


men— there LAY-SET Preformed Wire Rope is 
most appreciated. 


Sléy,, 
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@ Hazard LAY-SET is the all-around 
economizer because it is most carefully pre- 
formed. Before the strands in LAY-SET Wire 
Rope are finally assembled they are preformed 
to the exact helical curve they must assume in 
the finished rope. 


a Se a oon 


~~ 


rE 
« 
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@ But the preforming process does far 
more than put all strands in perfect balance. It 
makes LAY-SET more flexible, limber—easier 
to handle. It bends around drums and sheaves 
easily; spools tightly under any load; has re- 
markable resistance to fatigue. LAY-SET Pre- 
formed resists kinking ; may be spliced easier and 
with more certainty. Obviously, LAY-SET Pre- 
formed lasts longer—gives greater dollar value. 


“<wan, 


4) 
Wy 
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BUY ACCO QUALITY whether for Hazard Wire Ropes 
—American Chains (Weed Tire Chains—Welded or 
Weldless Chain)— Campbell Abrasive Cutting Machines 
—Page Chain Link Fence—Page Welding Wire— Read- 
ing-Pratt & Cady Valves—Wright Hoists or any other 
of the 137 ACCO Quality Products. 


HAZARD WIRE ROPE DIVISION 


ESTABLISHED 1846 
WILKES-BARRE, PENNSYLVANIA 


District Offices: New York @ Chicago ¢ Philadelphia ¢ Pittsburgh 
Fort Worth e San Francisco e Denver « Los Angeles « Atlanta *« Tacoma 


AMERICAN CHAIN DIVISION © AMERICAN CABLE DIVISION © ANDREW C. CAMPBELL DIVISION « FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE 
DIVISION © HIGHLAND IRON AND STEEL DIVISION © MANLEY MANUFACTURING DIVISION © OWEN SILENT SPRING COMPANY, INC, # PAGE STEEL AND 
WIRE DIVISION © READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION © IN CANADA: DOMINION 
CHAIN COMPANY, LTD. ¢ IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY, LTD. « In Business for Your Safety 
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When a metal cutting problem 
has one of your customers on the 
spot, suggest a Barnes Red Ar- 
row. If that won’t solve the prob- 
lem some other blade in the 
Barnes Line will, for there’s one 
for every metal cutting need. 

Barnes Hack Saw Blades (there are six 
of them) and Barnes Band Saws (in widths 
from 1-16” to 1) are sold through distribu- 
tors. Barnes Field Men, working through 


Barnes distributors, are qualified to demon- 
strate what each will do. That's their job. 


Barnes Blades will boost your sales curve. 
Just stock ‘em and see. 


Write today for details. 
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Territorial Shifts 
Announced by Osborn Co. 


C. W. Titgemeyer, vice-president 
of the Osborn Mfg. Co., Cleveland, 





E. H. MEYER A. M. EVERIT 


Ohio, announced the following 
changes in territories which took 
place as of July 1: 

A. M. Everit, formerly located at 
the New York office covering New 
York state and vicinity, has been 
made Detroit district sales manager. 

H. E. Goff is taking over Mr. 
Everit’s former territory. 

E. H. Meyer has moved from 
northern Ohio to take over Mr. 
Goff’s former territory of northern 
New York, New. Hampshire, Maine 
and Vermont. 

EF. W. Striebinger was transferred 
from Michigan to cover Kansas, 
Arkansas, Missouri and part of 
Illinois, Kentucky and Tennessee 
contingent to St. Louis. 

Carl Fruend, formerly in St. 
Louis, is now located in Chicago. 

G. B. Pecsok has been sent from 
the home office to assist in New 
York City. 


Worthington Pump Names 
Schwanhausser Vice-President 


H. C. Beaver, president of Worth- 
ington Pump & Machinery Corp., 
Harrison, N. J., has announced the 
appointment of Edwin J. Schwan- 
hausser as vice-president and works 
manager. 

Since 1929, Mr. Schwanhausser 
has been works manager of the 
Buffalo plant, his duties being con- 
cerned with the development and 
manufacture of diesel and gas en- 
gines, air, gas and refrigeration 
compressors. As vice-president he 
will continue in his present re- 
sponsibilities. 


Joseph Rickert Passes Away 


Joseph Rickert, jr., vice-president 
of Henry Walke Co., Norfolk, Va. 
passed away May 17. Mr. Rickert, 
who has been active in industrial 
supply circles for many years will 
long be remembered by his many 
friends. 



























my 6THE EFFICIENCY 
OF ANY MILLER 
IS DETERMINED AT ONE 
POINT---THAT POINT 1S 
THE CUTTER ---ITS QUALITY 
CONTROLS PRODUCTION, | 


TWIST DRILL AND 

a MACHINE COMPANY 

NEW BEDFORD, MASS., U.S.A. 

NEW YORK STORE: 130 LAFAYETTE ST. - - = - CHICAGO STORE: 570 WEST RANDOLPH ST. 


i \a 
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Gntroducing 


GLASO 


LUBRICATED FIBER GLASS PACKING 





oa 


For sulphuric and other acids, acidulent 
solutions and mine water. 





ae 


in friction. 


101 Park Avenue 





Complete internal lubrication provides all 
the advantages of glass with no increase 


samples and literature upon request 


GREENE, TWEED & CO. 
sole manufacturer 


New York, N. Y. 
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@ “It’s Kind to the Shaft” because it’s a better alloy. It’s kind to the 
wholesaler because it’s a better bar. Every size required by modern 
industry. Ask for the latest facts about Bunting Precision Machined 
Bearing Bronze Tubular and Solid Bars... The Bunting Brass & 
Bronze Company, Toledo, Ohio. Warehouses in All Principal Cities. 


BUNTING 


BRONZE BUSHINGS 


/PY 


PRECISION BRONZE BARS 
BABBITT METALS 
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Frank O'Neil Promoted 
By the Link-Belt Co. 


Frank S. O’Neil, for the past 
seven years assistant general man- 
ager of the Link-Belt Co’s plants in 
Indianapolis, has been promoted to 
the post of general manager. 

Mr. O'Neil joined the Link-Belt 
organization 33 years ago at the 
company’s Chicago plant, where he 








FRANK S. O'NEIL 


worked ten years in the foundry, 
machine shop, cost department, and 
rate setting and production depart- 
ments. His Indianapolis plant ex- 
perience dates back to 1916, the year 
he was transferred there from 
Chicago. 

While at Indianapolis, he succes 
sively served as assistant superin- 
tendent in charge of malleable iron 
chain assembly, supperintendent of 
Ewart plant, and assistant general 
manager of both Ewart and Dodge 
plants. 





Harry P. Leu, Inc. 
Announces Staff Changes 


Several changes in organization 
have been reported by Harry P. Leu, 
Inc., Orlando, Fla., most important 
of which is the promotion of P. J. 
Stine as sales manager. W. A. 
Sturges will take over the territory 
formerly covered by Mr. Stine. 

Other changes in personnel in- 
clude the transfer of J. H. Horner 
to the city sales staff; promotion of 
Thomas R. Minter to the post of 
junior clerk; appointment of Ben 
Thompson to the office staff, and 
the promotion of Hillman Baggett 
to floor salesman. 

J. D. Fleming has returned to the 


firm after an absence of several 
months. Mr. Fleming is auditor. 
Mrs. Hazel Hines, formerly 


charge of perpetual inventory, has re 
sumed her duties with the firm aftet 
a leave of absence. 





ALL CONSTRUCTIONS 
AND SIZES ARE MADE IN 


WISSCOLAY PREFORMED 


Rope quality is important... but construction to meet 





conditions of use is likewise essential in reducing rope 
costs. Number of strands, relative sizes .of 
wires, nature of core and kind of metal 


must be correctly combined to give you 


the longest possible rope life. You can 

([KWIRE get exactly the best combination for 
your use in Wisscolay Preformed. And 

| as for quality... there is no better 
RO Dr rope made than WICKWIRE ROPE. 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Abilene, 
Texas, Seattle. Export Sales Department: New York City 
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COFFING 


““QUIK-LIFT" 
ELECTRIC HOISTS 











offer NEW SALES 
Opportunities because of 


EFFICIENCY— 
POWER—SPEED— 
DURABILITY 


Distributors know from experience that 
they can recommend the new Coffing 
"Quik-Lift" and that their sales will 
be easily made and profitable. The 
same painstaking care has gone into its 
manufacture that identifies all Coffing 
Hoists. And there has always been a 
good, well-paying market for Coffing 
Hoists of every type. 


The Coffing “Quik-Lift’’ gives distribu- 
tors another big business opportunity. 
It is a well-built, lightweight, sensitive, 
simple to operate hoist. It has excep- 
tionally low head room and is rugged 
enough to stand up under hard, day- 
after-day usage, with a minimum of 
maintenance. Investigate the oppor- 
tunity afforded by the new “Quik-Lift" 
for boosting your hoist sales. And re- 
member that we cooperate and give 
necessary sales helps to our distributors. 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 


COFFING “cisicn” HOISTS 


Ratchet Lever © Spur Gear © Electric 
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Load Binders © Trolleys © Differentials 


MARWEDEL EXHIBIT SCORES 


Significant murals provide impressive background for supply firm's display on Treasure 
Island—site of the Golden Gate International Exposition in San Francisco. 


C. W. Marwedel, old and enter- 
prising San Francisco industrial sup- 
ply house, which not so long ago 
won nation-wide recognition for its 
heautiful and ideally arranged new 
home, has scored again with an out- 
standing exhibit in the Mines, Metals 
and Machinery building at the Golden 
Gate International Exposition. 

An imposing display of the prod- 
ucts of more than 60 manufacturers 
provides effective visual proof of the 
righteousness of the company’s slo- 
gan, “Everything for the Shop,” for 
the many plant and shop men who 
inspect the exhibit daily. 

The Marwedel exhibit occupies an 
area 112 feet long and 34 feet deep. 
Display windows, counters, show 
cases and floor exhibits are so ar- 
ranged that there is ample passage- 
way, enabling visitors to enjoy 
close-up study of products. 

Product boards displayed through 
the several divisions of the exhibit 
are arranged with carefully plaaned 
classification in the following four 
major groups: (1) power tools, (2) 
hand tools and mill supplies, (3) 
power transmission equipment, and 
(4) marine hardware. 

The Marwedel exhibit is also note- 
worthy for its artistic features, de- 
signed by A. I. Royce, who for 
fifteen years was head of the art 
department of the Hal Roach Stu- 
dios in Hollywood. But let’s let the 
publication, “Western Machinery and 
Steel World,” which carried an in- 
teresting section devoted to the 
Marwedel display and advertisements 
of manufacturers of products shown 
therein, describe these features: 


“The effective use of photo-murals, 
so prevalent throughout the exhibit 
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buildings on ‘Treasure Island, is 
again exemplified in the Marwedel 
display,” the magazine states. “Two 
of these murals, massive in size, 
depict the San Francisco and_ the 
Oakland stores of the supply firm. 
Across the front elevation of the 
exhibit is a magnificent metal mural 
symbolizing mechanical elements 
which comprise an allegorical treat- 
ment of industry’s basic factors. This 
work of art was designed and exe- 
cuted by Theodore McFall. The 
unique effect was accomplished by 
sandblasting a chrome-copper treat- 
ment, with the copper sandblasted 
away, leaving the figures in relief 
on a satin finish, accentuated by the 
chrome luster. 

“Above the entire exhibit appear 
huge interlocking gears, syinbolizing 
the trade mark of the firm.” 

Ralph Vincent, of the Marwedel 
organization, was responsible for the 
elaborate details of design and con- 
struction of the exhibit and for plan 
ning the displays of many products. 
The exhibit is manned by trained 
staff members of the Marwedel o1 
ganization. 


Penn. Concern Appoints 
New York Representative 


American Engineering Co., Phila 
delphia, has announced the appoint 
ment of A. C. Cooper Sales Co., 220 
E. 42nd Street, New York City as 
sales representatives for metropol 
tan New York, Long Island, and 
northern New Jersey. A. C. Cooper 
Sales Co., specializes in the selling 
of materials handling equipment. 
Mr. Julian Florandin is now asso- 
ciated with the company. 





Key Boilers are Off 
the Line... . It’s 
Harvest Season for 
Flue Brush Orders! 


Sizzling sidewalks and summer slumps give plant engi- 
neers an excellent opportunity to overhaul key boilers 
before the Fall rush starts. And cleaning dirty flues is 
one reconditioning operation that means hundreds of 
quick sales for wide-awake distributors! 

Act now .. . get your share of this profitable busi- 
ness while the season is ‘‘hot’’! For tough brushes 
that work efficiently under the most severe straining, 
bending or twisting conditions, specify MILWAU- 
KEE .. . the line that covers every flue cleaning job. 


THE MILWAUKEE BRUSH MANUFACTURING Co. 
MILWAUKEE, WISCONSIN 





yo per 
ling 
ment. 


— FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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Sure. A lot of pipe unions are sold 
on price. But Dart Unions carry a 
more effective, stronger’ selling 
point: lower cost in service. Want 
to prove it? 


Darts have matched, ground seats 
that make tight joints not just once, 
but again and again in repeated 
use. That means that Darts give 
your customers many times the 
service possible with ordinary 
unions. And they cut cost per tight 
joint to an absolute minimum. 


So it's simply a matter of sound 
selling to put some real effort be- 
hind Dart unions. You'll find Dart 
customers are repeat customers, and 
will help you to build a steady, 
profitable volume. Write for jobber 








Quaker City Opens 
New Houston Branch 


Substantial warehouse stocks of 
belting, hose, packing and miscellan- 
eous rubber goods will be carried at 
a new: branch of Quaker City Rubber 
Co., recently opened in Houston, 
Texas. 

The new branch is in charge of 
H. M. Sossman and is located at 201 
San Jacinto St. All southwestern 
states will be served by this new 
branch office. 








Simple Steps to Supply Profits 


(Continued from page 27) 








their products and how they will 
perform a service or effect a sav- 
ing for the prospect. In most 
cases the salesman will obtain 
more results if he goes in with a 
sincere attempt to render a service 
—to give something rather than to 
get something. 


Product Experts 


Generally it is easy to permit 
certain salesmen to become experts 
on a few lines. Some salesmen 
naturally “take” to certain lines, 
while others gravitate toward other 
types of products. If this tendency 
ix encouraged, each will study his 
favorite product more thoroughly 
and become better acquainted with 
its sales features. Each salesman 
is thus able to sell not only the 
whole line but is also available to 
help his mates in closing sales on 
those products that he knows best. 


Eyes on the Market 


[t requires eternal vigilance on 
the part of the distributor if he is 
to make satisfactory returns on his 
investment. Changing industrial 
conditions over which he has no 
control may easily saddle him with 
an inventory of obsolete stock. 
Trends in the territory must be 
watched carefully lest products that 
were good and saleable when he 
purchased them become obsolete 
and worth little more than scrap 
metal. 


Local Cooperation 


In many localities several com- 
petitors have joined to analyze 
their slow moving stocks. Cer- 
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tain items must be carried for the 
convenience of customers, even 
though these items are known to 
be slow movers. An understand- 
ing is reached between these com- 
petitors that Distributor A_ will 
carry certain of the slow movers, 
Distributor B will carry others of 
them, etc. When there is a call 
for any of these items the distribu- 
tor receiving the order draws on 
the distributor who carries the 
stock. This prevents needless dup- 
lication. 


Analysis of Customers 


Deep study of the accounts in 
any territory will likely show that 
certain accounts are definitely not 
profitable to the distributor. Con- 
centration on the profitable ones is, 
of course, the sensible plan. Often 
a reduction in the unprofitable ac- 
counts will bring about a reduction 
in the number of delivery trucks 
required, the number of warehouse 
employes and many __ incidental 


costs. 


Territory Restriction 


Under the same heading as the 
unprofitable customer is the prac- 
tice of going far afield for business, 
for the cost of delivering may eat 
up your moderate profits. Some 
distributors elect to make less fre- 
quent deliveries to the outlying 
zone, or if the business does not 
Warrant it, stop these deliveries 
entirely. 


Potential Prospects 


Changes constantly occur in any 
territory. All prospects should be 
entered on cards and information 
concerning the firm kept readily 
available in a file. Many means of 
collecting such information are 
available. Telephone directories, 
city directories, the Chamber of 
Commerce, etc.—and the _ best 
known means is to have the sales- 
men themselves provide the data. 
This list is also excellent for send- 
ing out your sales promotion and 
manufacturers’ literature. 


Industrial Shows 


More and more distributors are 
finding it exceptionally profitable 
to hold exhibitions of “little power 
shows” of their own. Most manu- 
facturers will assist by making up 
booths and displays, and by send- 





UAKER. 


..just as 


Medem as the latest 


~ -* 


nia 


~<a oe o> 
‘ech 


MECHANICAL 


All across the country, the use of advanced 
methods in road building has materially 
helped to speed up transportation. 

And Quaker keeps modern by the installa- 
tion of new costly machinery, operated by 
skilled mechanics under the supervision of 
experienced executives. 

Rubber Goods... a line that is well rounded 
and complete . . . Belting—Hose—Packings 
—Moulded Goods... Quaker offers to the Dis- 


RUBBER GOODS 


tributor an easy-to-sell line of merchandise. 

Valuable territory protection . . . quality 
products, properly priced . . . generous sales 
aids, catalogs—folders—booklets . . . sales- 
men cooperation, etc. makes the Quaker fran- 
chise profitable for those whose territories 
are still available. 

Over fifty years of business experience 
back of the distributor who enjoys the 


Quaker franchise. Investigate today. 





ER CITY RUBBER COMPANY: 


PHILADELPHIA .- NEW YORK - CHICAGO - HOUSTON - SAN FRANCISCO 


— 


—- STS: Cen 
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If it’s 
MORE PROFITS 


you're after 


The Nut That Can't Shake Loose 
should be among the items 
you carry and push 


Because there is no other self-locking nut 
just like “Unshako,” it has distinctive sales 
features that put it among the fast “turn- 
over” goods. Let us tell you our proposition. 
It’s a bet you shouldn't overlook. 


Fig. 1513 
Pat'd and Pats. Pending 


STANDARD PRESSED STEEL Co. 


Saanceas JENKINTOWN, PENNA. BRANCHES 


BOSTON CHICAGO 
DETROIT BOX 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 











YOU'LL SAVE 


you sti Mational 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 








NATIONAL TWIST (e/ DRILL anv TOOL CO. 
DETROIT U. S. A. 


Top and Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: * NewYork «+ Chicago °* Philadelphia . Cleveland 
Distributors in Principal Cities 





MILL SUPPLIES ® AUGUST 10, 1939 


ing factory men to be present dur- 
ing the show. Not only does it 
help to have industrial buying fac- 
tors come in and meet you person- 
ally, but it also serves to impress 
them, as eve witnesses, with the 
full extent of facilities vou have 
available. 


Counter Men 


Possibilities of sales work by 
counter men should not be mini- 
mized. Every day many people 
come in to pick up merchandise 
If your counter man is on his toes 
he can frequently help them to 
“trade up”, assuring you of a better 
profit and the user of greater satis- 
faction. 


Maintenance Men 


The purchasing agent is not al- 
ways the only factor to be consid- 
ered in making a sale. It is equally 
important to give consideration to 
the maintenance man, master me- 
chanic, pipe fitter and other men in 
the plant who can and do origi- 
nate requisitions that must be 
honored by the purchasing depart- 
ment. The ideal situation is the 
one in which the distributor's sales- 
man is equally close to the pur- 
chasing agent and the men in the 
shop. 








The Gentlemen Prefer Bronze 


(Continued from page 25) 








per item in the different brackets: 
Quantity : 1-5 6-15 16-35 36-75 76-150 
Price: 52¢ 45 37¢ 26¢ 21¢ 

This is fair to the customer for 
it gives proper credit to those who 
use large quantities. It also gives 
him a real reason for buying in 
large quantities if he uses the prod- 
uct in large quantities. It is fair 
to us, too, for as we all know it 
costs money to handle any order, 
big or little. and in this case we are 
covered with an adequate discount 
on orders of all sizes. This plan 
has the small order problem licked 
in a sensible wav. Further, the 
manufacturer sees to it that this 
scale of resale prices is adhered to 
rigidly, so that we are not bothered 
with price cutting. 

Perhaps the best witness to tes- 
tify to our “bronze-mindedness” 














A Yale SELLING Story 


Stress safety—and you'll help the sale. This month we’re doing just 
that with the illustration above. Appearing in leading trade publica- 
tions throughout the country—it is pointing out to your customers the 
safety value of the Steel Safety Hook. And is highlighting the point 
that both hook and hoist can be bought only through Yale distributors. 


Get the most out of this advertising cooperation. On your next hoist 
contact make it a point to mention the Safety Hook—explaining its 
three outstanding features: 


1) It gives visible warning when overloaded .. . opening 
slowly—without fracture—before any other part of the 
hoist is strained. 


it is guaranteed to stand rp to 150% of its rated capacity 
without changing dimensions. 


it is swivelled on heavy duty totally enclosed ball bearings 
and swung fore and aft on a cross head—providing uni- 
versal movement at any angle. 


Then bring out the 10 points of superiority that has made Yale the 
largest selling chain hoist in the world. They’re 10 clinching arguments 
that do a selling job. 


Capacities: 
300 Ibs.— 40 tons 


oo OA ; E THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S, A. 


IN CANADA: ST. CATHARINES, ONT. 
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HOODED TYPE DRESSER (Also regular type) 


Exclusive features of 
VINCENT-HUNTINGTON 
Improved GRINDING 
WHEEL DRESSERS 


that make 
profitable selling 


These exclusive features are the reasons why 
distributors prefer to sell Vincent-Huntington 
Grinding Wheel Dressers. The new improve- 
ments increase your sales opportunity and 
are available at no increase in price. Cus- 
tomers save on maintenance and repair costs 
because of the new type bushings. Long life 
and increased efficiency pave the way to 
good business. Send for our catalog sheets. 


If it's a Huntington Dresser or Cutter Vincent makes it! 


are a new design to 
eliminate turn.ng and 


New Type Hardened Steel 
wearing out the bushing 
holes in the dresser. 


Bushings 
P.n revolves freely 


in bushing and cut- 
ters revolve in pin, 
insuring constant 
changing of relativ- 
ity of cutters to each 
other which makes 

\ for better dressing 
and truing. 


Non-Burring Cutters 


all full size with 


18 TEETH. Milled 
from high carbon 
tool steel, scien- 
tifically heat 
treated by 

“Vincent Proc- 
ess” to a uniform 
hardness, insur- 
ing long life. Vin- 
cent Cutters can- 
not burr or mesh 
even if washers 
are left out. 


Hardened Steel Pin 


on which cutters revolve is made 
from selected steel (carbonized and 
hardened) insuring long life. 











THE VINCENT STEEL PROCESS CO. 


2434 Bellevue Ave. 
Detroit, Michigan 














Tt S eng Jack Se: 


ason! 


Mills and plants down for vacation time 
repairs need Simplex Jacks for hundreds 
of lifting, lowering, pushing and pulling 


jobs. 


Quarries, mines, construction projects 
and other operations that are ‘‘making 


hay while the sun shines’’ need 


Jacks, 


too. It’s Simplex Jack season—the time 


to capitalize on the 217 Model I 


vine of 
Simplex Jacks for every industry. 


Remember, they’re safer, sturdier and 
have lots of features that make them 


the easiest line of Jacks to sell. 


Have your order desk and salesmen’s 
manuals our newest sales literature? 


Write today! 


TEMPLETON, KENLY & CO. 


CHICAGO, ILL. 


Better, Safer Jacks Since 1899 


SIMPLEX 


GOLD MEDAL AWARD SAFETY JACKS 


ARE YOU SELLING 
YOUR SHARE OF 
UTIL-A-TOOLS? 
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would be any one of our customers 
Throughout the organization there 
is such genuine enthusiasm over 
the success we have had with this 
line that it naturally is sensed by 
the customer every time he comes 
in contact with one of us. And 
in case he comes calling on us, the 
first sight to greet him on entering 
the door is an impressive array 
of shelving spread before his eyes 
to convince him, once and for all, 
that the stock is big, handy and 
ready for him whenever he needs 
it. 








Abrasives—The Modern 
Paradox 


(Continued from page 29) 








being that of 480 sheets 24x36 in. 
“A” paper backs fine grains 
and gives extreme flexibility. 
Cabinet papers handle medium 
grain sizes, “C’’ being the finer 
of course, and both are used 
for rough-sizing surfaces to be fin- 
ished later. Roll papers are used 
with all grain sizes for drum and 
belt sanders, disks, bands, sleeves, 
and other powered shapes. 


An Abrasive For Every Job 

For fast, heavy cutting, light 
cloth is combined with roll paper 
to give extra strength. Cloths, used 
for heavier cutting, are usually 
jeans or drills, the jeans being 
light-weight and flexible, hence 
used for sanding irregular surfaces, 
usually with smaller grain sizes 
and designated by the symbol “J”. 
Drills are more commonly used, 
are coated with the whole range of 
grain but are usually used 
on flat surfaces where both mate- 
rial and finish must be considered. 
Regular-weight drills are desig- 
nated “D” or “XD”. Extra-weight 
“XXD” drills are used only where 
considerable material is to be re- 
moved or extra strength of backing 
is necessary. 


sizes, 


Colors are commonly 
used to distinguish between equiv- 
alent abrasives for different pur- 
poses, brown cloth being metal- 
working, white woodworking, and 
blue silicon carbide or emery cloth. 

About 15 years ago, fiber-backed 
disks were developed for metal 
sanding. The terrific speeds used 
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: ARMOUR Abrasives 


Economy Rolls that 4 
Cleaner 
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{ ARMOUR AND COMPANY 


SAND PAPER WORKS 


General Offices + Chicago, Illinois 
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These controls assure safety. Ma- 
chine will not operate unless both 
buttons are pushed at same time. 

















customers 














Can be used 
on cutting and 
shearing ma- 
chines, drop 
hammers, etc. 
equipped with 
continuous or 
single stroke 
clutch. 






































HEADQUARTERS, 











for lole? 















EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 






























Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
plants, and every type of industrial 
outfit in your section. 

















clutch changeover. 
normally impossible. 


your customers the way to 


SAFER PRESS 
OPERATION 


WITHOUT CLUTCH 
CONVERSION 


' 


The Schrader Safety Control can be installed on con- 
tinuous-action presses at far less cost than the usual 
Accidental repeat-action is then 

This device is doubly safe be- 
cause workmen must use both hands to operate it. 


You'll have no trouble selling Schrader Controls to 
New labor 


operating repeat-type presses. 


laws create your market for you. 


Schrader 


286. U5. PAT. OF8 


PRESS SAFETY CONTROL 


A. SCHRADER’S SON Division of Scovil! Manufacturing Co., Inc. BROOKLYN, N. Y. 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 


belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the belt 
fastening can easily be separated at any time, 








@ Men who have charge of conveyor belt 
maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 
plates embed in the belt and prevent ply 
separation. Patching and other repairs wit 
rip plates save expensive conveyor belt re- 
placements and extended shutdowns. 


FLEXIBLE STEEL LACING COMPANY 












ALLIGATOR Steel Belt 








4633 Lexington Street, Chicago, Illinois 


Lacing for transmission belts 


For conveyor belts FLEXCO &-a ©» Fasteners and Rip Plates 
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tore up paper or cloth backing long 
before the abrasive had worn out. 
The fiber backing now used com- 
bines heavy cloth with gray so- 


called “fish fiber”, hard, tough and 
strong, but still pliable enough to 
go over curved surfaces. 

An entire new field is being 
opened up by the “wet-sanding” 
process, introduced by waterproof 
paper in 1920, in which water or 
some other fluid helps to cool the 
material, lay the dust, and prevent 
loading of the paper or cloth. Fore- 
most among dust producers are 
such hard, brittle materials as glass, 
marble, pottery, stone and tile. 
These are now being finished with 
papers waterproofed on both sides 
and carrying much finer grain 
sizes—going up to 280 grit in one 
case. Similar papers, using fine- 
grain silicon carbide are speeding 
up finishing between coats and 
eliminating scratching in lacquered 
surfaces. 

It is important to point out that 
abrasive papers are no longer made 
simply by scattering grits on a 
backing. Since 1918, makers have 
realized that the abrasive cuts the 
material on which it works, so now 
control the coating to space the 
grains and give them “chip clear- 
ance.” This has stepped up the 
cutting speed two or three times. 
Another recent development is 
electro-coating, by which all grains 
are glued to the backing in an up- 
right position. 
















Jack Up Your Sales Curve 


(Continued from page 22) 








shaft and socket hold the screw at 
the height to which it is turned. 
Portable screw jacks with ratchet 
handles can be made economically 
for capacities up to 100 tons or 
so, at which point the screw be- 


comes too “slow” 
for practical use. 

The higher ranges are handled 
by hydraulic jacks, and here the 
capacities are as high as you wish. 
Really big jacks may have a pump- 
ing piston actuated by motor or 
several plungers in series. Even 
the hand-operated type can go up 
to a thousand tons or more. All 


and too heavy 





AR 
TOOLS from your 
Supply House 


ARMSTRONG 


TURRET LATHE AND 
SCREW MACHINE TOOLS 


——, & 
STRAIGHT 


x fauiaia 
ii) HOLDER 


“4 


Now you can share in Production Tool Volume 


< Far more tools are used in production work than in any other department, for 
iC production departments have far more machines, run them faster and run 
HOLDERS them continuously—use more tools and use them up. 


This large volume, tool business has generally been “direct” business, 
has passed over the industrial distributor. Now with the introduction of 
ARMSTRONG Turret Lathe and Screw Machine Tools, tools that extend the 
economies of the Armstrong System to the production department and that 
are sold thru the industrial distributor, you can “get in on” this large volume 
and highly profitable tool business. 


Show, talk and push these tools. There is no better Write 
way to build your tool department. Tedey for 


ARMSTRONG BROS. TOOL CO. begged 

“THE TOOL HOLDER PEOPLE” Catalog 
305 N. Francisco Ave. Chicago, U.S.A. —just off 
EASTERN WAREHOUSE AND SALES: 199 LAFAYETTE ST., NEW YORK the press 
SAN FRANCISCO LONDON 





Bere im, 
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TALK LUFKIN—IT PAYS 





“FOR SALE” 


In making a Lufkin Precision 
Tool, one thought is kept con- 
stantly in mind:"It's for sale.” 
It must be better than the rest. 
Men who use it must prefer 
it to all others. 


By giving it that kind of start, 
by helping it along with ad- 
vertising, and by providing 
dealers with a fair sales 
policy. a Lufkin product 
quickly finds its way to the 
hands of a satisfied owner. 
And dealers find that “it pays 
to talk Lufkin.” 


For information on the com- 
bination set shown here, or 
on any of the hundreds of 
other Lufkin Precision Tools, 
refer to catalog 12A. or write 
direct for copy. 


UOFH/N 


SAGINAW, MICHIGAN New York Cit 


Le) Se PRECISION TOOLS 





| if requires is a pumping piston 


small enough to be pushed down 
against the liquid pressures built up 
inside. For example, if a 6-in. 


diameter lifting piston is support- | 


ing 100 tons, the pressure on the 


| liquid is roughly 74,000 Ib. per sq. 


tool 


in. If a 1-in. diameter pumping 
piston is used, a load of 55,500 Ib. 
would be required on it to move 
it. But reduce its diameter to 4 
in. and only 3,500 Ib. would move 
it. A 20 to 1 lever then makes the 
jack operable by 1 man. 

No. 1 jack user is the railroad 
shop, so let's take a look at that 


market to see what the prospects | 


are. All types of jacks appear 
around you here. Even in the 
room is a screw-type—the 


toolmaker’s jack, a miniature used 
primarily because it is 
closely adjustable support. 


such a 


| common car mover is a lever-type 


jack, as are a lot of clamps on 
jigs and fixtures. 
pusher. 


So is the pipe 
You'll find recognizable 


| level jacks (like grown-up auto 


jacks) used in the erection shop 
for assembling cars, both for lift- 
ing and supporting underframes 
and for jacking pre-assembled sides 
and ends into place. Wherever 
there’s a pressing or forcing job 
to be done, the lever jack is quick 
and handy. 

Track gangs use the lever jack 
too, for lifting sections of track to 
permit filling and tamping under 
them and for pushing track sec- 
tions into Others are 
used here and there all over the 
plant for supporting, forcing, hold- 
ing, locking, or pushing. Even 
the fencing tighteners are really 


curves. 


lever jacks—pulling instead of 
pushing. 


Screw jacks have the heavier- 
duty, and more-permanent 


Many machines incorporate them 


jobs. 


for positioning tables, and you can 
sell others for plant-made rigs of 
this type. The “house-mover” 
jack is the simplest type, handy for 
miscellaneous leveling, for setting 
machines, etc. Large screw jacks 
with ratchet handles are used in 
assembling and repairing locomo- 
tives, passenger cars, box cars, 
Specials are used for install- 
ing and removing bearing brasses. 


etc. 


The hydraulics are used for tem- 
porary handling and pushing jobs. 
You won't sell many of these, but 
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SELL 


COATED ABRASIVES 
MADE BY 


CLOVER 


HE Clover Color-Stripe 

line of Coated Abrasives 

represent the last word 
in efficiency and work value. 
Flint, Emery, Aluminum 
Oxide, Silicon Carbide and 
Garnet—supplied in sheets, 
rolls, belts and discs. 


Everything the woodworker, 
painter and metal-worker re- 
quires—and, of a quality 
and work-value rarely found 
and seldom equaled. 





Sell Clover Color-Stripe 
Abrasive Papers and Cloths. 
Your customer will see how 
much better they really are, 
once tried, and will never be 
— with the ordinary 
ind. 


It's not the first sale but the 
repeat business that brings 
real profits. You get it with 
the Clover line. 


CLOVER MFG. CO. 
NORWALK, CONNECTICUT 


Also makers of the famous 


CLOVER GRINDING and 
LAPPING COMPOUNDS 
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Fig. 1640 
Iron Body 
"King-clip" 
Gate Valve 





Fig. 1021 
Iron Body 
"Ferrenewo" 


Globe Valve 
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CAPITAL “RED CAPS” 


WIN RE-ORDERS 
ON THEIR 


MERIT 


Sell brushes and brooms that give value 
received—that are outstanding in quality 
and performance—that are recognized as 
good business builders—and that means 
RET ) ORO “sell CAPITAL ‘RED CAPS’.” 


S 
There is a demand for good brushes and 
brooms in all large and small industrials, 
METAL CASE BROOM public buildings, shops, mines, garages, 
etc., and when you supply that demand 
with CAPITAL “RED CAPS” you lay the 
foundation for a well-paying, year-in-and- 
year-out business—Get behind the CAPI- 
TAL “RED CAP” Line! 


FLOOR BRUSH e 


INDIANAPOLIS BRUSH & BROOM MANUFACTURING CO. 


Est. 1890 
Corner Brush and Broom Streets Indianapolis, Indiana 




















% When your customers can actually see and examine Maurey Steel 
V-Pulleys your selling is naturally made easier. Put this display board 
in a prominent place on your counter or in your window. Display 
boards are furnished with an assortment of best selling sizes. Boards 
furnished for either A or B section pulleys. Write for complete 
information. 


Pulleys are finished in aluminum lacquer, neatly boxed in strong car- 
tons. They are strong with heavy hubs of malleable iron or steel, run 
true, and give long, trouble-free service, and cost no more than ordi- 
nary types. Get one of these attractive Display Boards and see for 
yourself that it makes selling easier. 











MAUREY MANUFACTURING CORP. 


2907-15 S. WABASH AVENUE, CHICAGO, ILLINOIS 
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every plant will have one or two. 
Some may be used for feeder tables 
and gaging arms on machines, but 
these are usually fast-action de- 
vices made in the plant itself, for 
which you'll supply pipe, plate, 
bolts and the leather or rubber 
gaskets. 

In any case, jacks will jack up 
your sales curve. 








An Apple a Day 


(Continued from page 23) 








the bins and put them in boxes by 
numerical count and the full boxes 
are put on gravity roll or wheel 
type conveyors and passed to the 
lidding presses. From the presses, 
they go by belt conveyors to the 
cold storage rooms, and from there, 
later, at the shipping season, by 
more belt conveyors into the cars. 

“A plant like this will wash, 
grade, size and box fifteen carloads 
of apples in a day,” say Mr. Ford- 
ney. “A number of plants of this 
character operated by a single asso- 
ciation in my territory contain 
some 10 or 12 miles of conveyors 
of the gravity and belt types.” 

“An apple a day keeps the doc- 
tor away, it is said, but millions 
of them certainly make plenty of 
calls for the industrial distributor's 
salesman. 

“Right after the first of the year 
the spraying begins. This con- 
tinues for several months, with 
different kinds of doses. Spray- 
ing calls for spray hose—and the 
best of it—up to 500 and 600 
pounds pressure. The spray is ap- 
plied at these high pressures to 
make a fine mist. High pressure 
pumps, valves, packing, and so 
forth, are also bought through this 
season. 

“To sell this market, it is neces- 
sary to contact not only the apple 
growers’ associations, but the deal- 
ers who sell to the orchardists. The 
latter are high class firms which 
handle, not only the above men- 
tioned items, but farm equipment 
of all kinds, such as tractors and 
trucks, and even household appli- 
ances. Their lines also include 
such things as belting, belt lacing, 
hand tools, some machine tool 





ROTARY and 
RECTANGULAR 
MAGNETIC CHUCKS 


Permanent Magnet Type 
No Wires — 
No Heating — 
No Running Costs — 


Auxiliary Top Plates 





for rectangular models available 


for holding small pieces— 


Catalog on request— 
BROWN & SHARPE MFG. CO. 


[BS Providence, R. I. 


Rotary Model— 
Working face—9” dia. 


No. 824 Rectangular Model—8’x24” 


BROWN & SHARPE 








TWO SPECIALS THAT HELP 
YOU INCREASE YOUR SALES 





DESMOND SIMPLEX 
“CRACKERJACK™ DRILL PRESS 


DRESSER VISE 


A new ball bearing equipped 
dresser made in three types for 
use on small and medium size 
wheels. 


A strong, well built vise 
made in two sizes for drill 
press and milling machine use. 








Write for catalog and price sheet on the complete line of 
Desmond Dressers and Simplex Vises. 





The DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 




















“Point” the Way to More Sales 
with 


BRAKO 


SELF-LOCKING 
HOLLOW SET SCREWS 
Fig. 1641 with the Knurled Points 


Pat. app. 


“Unbrako” Self-Lockers are definitel 
yd poe Pnoee Self- filling one of industry’s real needs . w 
g Set Screw ‘ - 

shown below is also gain- S€t-screws which once turned into place 
ing steady popularity will not shake, jar or vibrate loose. 
. that Real protection is provided against ac- 
ve at at cidents or machinery breakdowns that 
pate might result when an ordinary set-screw 
fails to hold. Remember, only the “Un- 
brako” line offers this sales possibility. 
Write now and find out how you can 

profit by selling them. 


STANDARD PRESSED STEEL Co. 


Fig. 1646 nen JENKINTOWN, PENNA. BRANCHES 
Pat. app. BOSTON CHICAGO 
for DETROIT Box 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 
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equipment, shovels and irrigating 
and grading machinery. 

“The summer time, while the 
fruit is developing, is the slack 
time in the operation of packing 
plants and canneries. During these 
months, however, the plants are 
overhauling equipment and getting 
everything ready for the next pack. 
Hence, they are then in the market 
for any number of industrial items 
—transmission and conveyor belt- 
ing, packing, hose, valves, alloys 
and mild steel, shafting, welding 
equipment, motors, reduction gears, 
bearings and bushings, link chain, 
fire hose and extinguishers, indus- 
trial paints and coverings and a 
whole multitude of other things. It 
pays to be on the job then, as well 
as later on when the packing be- 
gins. Then you sell emergency 
materials and supplies to keep the 
plants’ equipment running. 

“Offhand, the apple industry 
might appear to offer only seasonal 
business for the distributor’s sales- 
men, but, between the dealers and 
the plants, there is something for 
us to follow most of the year.” 








Do You Know 


(Continued from page 31) 








1. Usually forged, because 
added hot working in forging 
avoids a brittle core (which might 
occur in high-speed steel bar) and 
gives more homogenous, uniform 
structure. 

2. Carbon and high-speed steels, 
cobalt steel, and cutters tipped 
with Stellite, H. S. steel, or tung- 
sten-carbide. 

3. 150-200 feet per minute. 

4. 80-100 f.p.m. in cast iron or 
machine steel, 60-80 f.p.m. in an- 
nealed tool steel. 

5. They are cut a little over 
half. 

6. They should be about the 
same as for twist drills under the 
same conditions. 

7. In deep cuts, with many teeth 
cutting simultaneously, reduce 
speed; in shallow cuts, increase it. 

8. Yes—amount and kind of 
coolant used. 

9. Lard oil. 

10. 4 Ib. sal soda, 4 pint lard 
oil, 4 pint soft soap in water 




















SOLD P 
BY LEADING DISTRIBUTORS 


EVERYWHERE 





Exclusive Black & Decker 
SPINDLE and GEAR 
CONSTRUCTION 


és now available on these tools 


ie” Hornet 
aie \%”" Holgun 
4” Heavy Duty Drill 
_ Se" Utility Drill 
'ia” Heavy Duty Drill 
‘ 4 Utility Drill 
4” Heavy Duty Drill 
44" Utility Drill 
Scrugun 


SIZE 


edb 


3 double 
sures sm lb 
att ear 


aaatehit ia 
ature shoft 


Stress Construction to Prove Quality— 


If you use it to advantage, it can be a ee Your Strongest Sales Argument! 
e 


sales-building story! For this newest type of spin¢ 


on and Jong service 


and gear construction is indicative of Black & need arises. And lastly, they cut down tool weight 
Decker’s leadership in portable electric tool devel- by the pound, and overall length, permitting the 
opment. It’s a definite forward step not only for compact construction that facilitates working in 


tool construction— but for sales as well! confined areas. 


Look at the cut-away view of the tool above. Point out these features to your customers. It 
See for yourself the many quality features em- will make them realize you are offering the newest 
bodied in this construction and remember that and best engineered electric tool developments on 
these sturdy structural features not only reduce the market. To secure sales success, stress Black & 
noise, friction and wear but further than that they Decker CONSTRUCTION! The Black & Decker 
facilitate inspection and servicing when and if the Mfg. Co., 717 Pennsylvania Ave., Towson, Md. 

















. tro-Shears Portable Electric Drills 





Serugua 


Portable Grinders 
MILL SUPPLIES © AUGUST 10, 1939 























































Rawhide HAMM¢, “ 


Among all types of "soft" hammers those faced with coiled 
rawhide are most universally satisfactory. They will not 
split, crumble, erase or smear, and in addition, have 
that unique characteristic of rawhide, the ability to absorb 
shock without recoiling. There is no fatiguing bounce to a rawhide hammer—the 
driving force of the blow is slowed down but carries thru. Battering, marring and 
breakage are eliminated but work is done. 

Among rawhide hammers, "Chicago Rawhide" are preferred by experienced tool 
buyers for their smooth |-piece heads, their fine tool balance, correctly shaped 
handles and self-seating insert faces. These replaceable faces are closely coiled 
treated Java Water Buffalo Hide, the toughest rawhide available. 


The C/R line includes: Hammers, 12 sizes, Standard and Weighted Mallets, and Mauls. Dis- 
plays, Catalog sheets and Counter Circulars furnished. 


BA CHICAGO RAWAUE MEG.CO. 










































































1290 ELSTON AVE-CHIZAGO-U-S-A: 
UTICA TOOLS 
Bring More PE 











Business as 
TERETE 


wr ak 
UTICA TOOLS 
ot Soot Mileage 




































UTICA TOOLS give 
longer and better 
service and insure 
customer satisfac- 
tion. If you are not : 

one of the Distributors who » ] 
already handle UTICA TOOLS, | 1 | 

it will pay you to investigate 
this profitable line. 


UID 


UTICA DROP FORGE AAR | 
& TOOL CORP. eceoe Seooeds 


Utica, N. Y. 
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enough to make 10 qt. Boil to- 
gether 4 hr. 

11. The greater the feed per 
tooth; the more efficiently metal is 
removed. 

12. Strength of cutter, desired 
finish. 

13. Cutter slides over work in- 
stead of cutting, dulling teeth pre- 
maturely. 

14. No; it is smaller; 6 deg. for 
cutters under 3 in. in diameter, 
4 deg. for larger cutters. 

15. 0.02 to 0.04 in. from edge 
to beginning of clearance. 

16. Section immediately back of 
cutting edge. 

17. Vibration. 

18. Hollow-grind them slightly, 
making teeth a thousandth or two 
shorter at the center. 

19. So they won’t drag. 

20. They tend to act as wedges 
and break off chips. 

21. No—chips break off easily. 

22. Large rake angle for alumi- 
num; radial cutting faces on 
brass. 

23. 10 to 20 deg. For harder 
(but not brittle) materials, allow 
5 to 10 deg. 

24. 124 deg. 

25. Too large rake causes tool 
to “hog in”; either too large or 
too small reduces life between 
grinds. 








Sam Supplier Measures a Fish 


(Answer to the problem on 
page 31.) 








The piece was 6 ft. long. Here's 
how it’s worked: Call the body 


_ oe x 
length x. Then the tail is 9 + > 
and the body (long as the head 


: : AL” 
and tail together) is9 + (9+ -—) 


Do 


Therefore, x = 9+ (9 + 


bok 


- 


Simplifying, + —~, 


18, or x 
36 in., the length of the body. The 
tail is the length of half the body 
and of the head together, or 


36 a ms 
9+-5 27 in. Then total 
length is 9 + 36 + 27 = 72 in. 
or 6 ft. 











BRONZE 
VALVES 


POWELL BRONZE VALVES ARE CAST PRIN- 
CIPALLY FROM VIRGIN METALS WITH A HIGH TIN CON- 
TENT TO IMPROVE THE PHYSICAL CHARACTERISTICS. 

POWELL BRONZE VALVES ARE FUNDAMENTALLY COR- 
RECT IN DESIGN TO WITHSTAND THE MOST EXACTING 
OPERATING CONDITIONS. 

POWELL BRONZE VALVES ARE MADE TO GIVE SATIS- 
FACTION—TO DO A BETTER JOB FOR A LONGER TIME! 


POWELL VALVES 


Sem ee - 20% 5 See ee oe Bee 
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PRODUCT 


Improved Pump 
Bronze Bearing 
Combination Vise 
Pillow Block 

Air Release Valves 
Metal Cutting Band Saw 
V-Belt Pulleys 
Alloy Steel 

Shovel 

Universal Machine 
Glass Pump 
Utility Drill 
Multi-Purpose Tool 
Portable Floodlight 
Electric Solder Pot 


Sander Equipment 


Diesel Electric Sets 


Washroom Deodorizer 








PAGE NO. 





MAIN FEATURE 


4 

Has single grodve deep ball bearing 
Self-lubricating 

Jaw widths from 33 to 6 in. 
Designed for light service 

Has many applications. 

Powered by 1 :shp., 1750 r.p.m. motor 
Heavy head and side walls 

For use in “tubular form 

Heavy construction to retard wear 
Broad application in industry 
Designed for handling corrosive acids 
Seven new units light and eympact 
Will saw, file, burr and hone 

Weighs 20 lbs.; has 250-watt light 
Affords saving in solder and electricity 


Compressed air operated unit is port- 
able 


All electrical equipment is built in 


Plugs into any electrical outlet 


MANUFACTURER 


Allis-Chalmers Mfg. Co. 
Johnson Bronze Co. 
Hollands Mfg. Co. 

Ahlberg Bearing Co. 

V. D. Anderson Co. 

Wm. Laidlaw, Inc. 
Congress Tool & Die Corp. 
Babcock & Wilcox Tube Co. 
Union Fork & Hoe Co. 
Walker-Turner Co. 

Nash Engineering Co. 

Van Dorn Electric Tool Co. 
H & H Research Co. 
General Electric Co. 
Vulcan Electric Co. 


Sterling Products Co. 


Caterpillar Tractor Co. 


Automatic Electrical Devices 











NEW PRODUCTS 


WITH 


Improved Pump 


Ball bearings now standard equip- 
ment on single stage pumps 














Ball bearings have now become 
standard equipment on this firm’s 
line of single stage centrifugal pumps 
where peripheral speeds are not ex- 
cessive and where the qualities of 
the pumps would not be jeopardized. 
The design is a single row deep 


76 


groove ball bearing on both ends of 
the pump in cast iron adapters ar- 
ranged for grease lubrication. Lock 
nuts used on the shaft at both ends 
conveniently hold the bearings in 
place without resorting to any press 
or shrink fits—Allis-Chalmers Mfg. 
Co., Milwaukee, Wis—Mu1Lt Sup- 
ries, August 10, 1939. 


Self-Lubricating Bronze Bearing 
Lead content eliminates harshness 


Containing up to 35 per cent oil 
by volume, this _ self-lubricating 
bronze -bearing, known as “Leda- 
loyl,” is said to give a remarkable 
performance. The lead in the sin- 
tered bearing lies in the interstices 
of the grain and has exactly the same 
property as that of cast alloy. The 
lead content eliminates the harsh- 
ness of bronze and gives a well-bal- 
anced bronze bearing. “Ledaloyl” 
has a porosity of 20 per cent, carry- 
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SALES POSSIBILITIES 


ing that content of oil, and the ulti- 
mate compression strength is 70,000 
Ibs. per. sq. inch. As the porosity 
increases and the oil content rises to 
35 per cent, it is only natural that 
the compression strength becomes 
less—Johnson Bronse Co., New 
Castle, Pa—Muitvt Svuppries, Au- 
gust 10, 1939. 


Combination Vise 


Anvil and pipe jaws in one unit 
=f 


There’s more uses for this new 
vise than a boy scout knife has to 
a boy scout. This vise combines 








anvil and pipe jaws in one unit with 
the vise, all of which is mounted on 
a swivel base. Jaw widths are from 
34 to 6 in. Vise will hold pipe from 
4 to 6 in—Hollands Mfg. Co., Erie, 
Pa—Miut Svuppries, August 10, 
1939. 


Pillow Block 


Sound insulated with a molded 
cushion of neoprene 


Low in cost, but substantially con- 
structed, a new pillow block, series 
ED-R, were designed to meet the 
needs of light service on many types 
of equipment, such as domestic air- 
conditioning units, attic fans, etc., 
where quiet operation is desirable. 
The precision bearing in the pillow 
block is completely insulated from 
the metal housing by a molded cush- 
ion of neoprene which is impervious 
to oil and grease. This construction 
effectively damps noise and_ vibra- 
tion Housings are solid die-castings, 
compact and clean-lined. Shaft sizes 
are 4, 3, 3, 18 and 1-in—Ahlberg 
Bearing Co., Chicago—Mitt Svup- 
PLigs, August 10, 1939. 


Air Release Valves 


Rids pipe lines of gases 


These air release valves auto- 
matically rid pipe lines and other 
closed vessels of entrained air or 
any other gas. The line includes 
three different styles of air release 
valves. The standard Silvertop is 
made in six sizes (see illustration) 
from 4 to 2 in. inclusive for pres- 
sures up to 250 pounds per square 





More 
to Sell 


The complete System of 
METAL SAWING supported 
by a complete line of modern 
equipment. 


Non-Breakable High Speed Hack Saw Blades. A “giant” 
Hydraulic Hack Saw of 18"x18" capacity. (The world's 
largest hack sawing machine.) 


A Better Saw : 
for every shop and situation. 
The culmination of over 40 years of specialization in’ the 
design and improvement of metal sawing methods and equip 
ment, the MARVEL Line includes: 
Full Automatic Production Hack Sawing Machines in two 
sizes equipped with either normal service automatic bar push 
up or with special “heavy-duty’’ automatic bar push-up for 
extremely heavy work 
ALL-ball bearing Heavy Duty High Speed Hack Sawing 
Machincs. 
Dry cutting, general utility Shop Saws, at extremely low 
prices 
The largest capacity universal metal cutting Band Saw 
Machine. 
Also, new, novel Hand Hack Saw Frames, and non-break 
able high speed hand hack saw blades for heavy-duty pro 
auction work 

Write for Catalog 


ARMSTRONG-BLUM MFG. CO. 
"The Hack Saw People" 
5753 Bloomingdale Ave., Chicago, U. S. A. 


Eastern Sales Office: 199 Lafayette St., New York 





“You Can't find \ 
a Joint 

we haven't 
been in 








“Yes sir, Goetze’s com- 
plete line of Gaskets, for 
every type of Industrial 
Service, made them 
the Leader in Supply 


House Sales.” 


GOETZE GASKET & PACKING CO., Inc. 
26 Allen Avenue, New Brunswick, N.J. 
Branch Offices in Principal Cities 


UBS for GASKETS 


“America’s Oldest and Largest Industrial Gasket Manufacturer” 
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ROPER 


ROTARY GEAR 


UMP 


Possess Exceptional 


FEATURES That Will 


Command Instant 
Attention From Your 


CUSTOMERS 
® 


That’s what you need in these days of hard 
selling—logical, easily recognized principles 
of construction and operation that gain the 
immediate interest of your prospect. 


The Roper line has that to offer you, plus a 
quality of materials and workmanship that 
goes unchallenged. The thoroughly n.odern 
Roper plant was built to produce pumps that 
you can move with a minimum of sales re- 
sistance. 


For Gasoline and Oil 


An important number in the Roper 
line—Fig i) =~MARV, a general 
> wimp used for transferring 
e, oil water, ete in large 
juantities at industrial plants, bulk 
tations and refineries 


Pump With A Wide Market 


Fig. 44F—used for water supply and 
for handling various liquids, such as 
brine, oil, gasoline, ete.—has out- 
board bearings and timer gears for 
long life 


Opportunities Everywhere 


With this Fig. 995 power rotary force 
pump for general se Handles al! 
liquids that do not contain grit. Can 
be sold for general water supply and 
circulating services in factories, public 
buildings amd many other places 


Write now for 


Roper Line. You will be definitely interested. 


GEO. D. ROPER CORP. | 


Rockford — Illinois 





the complete story on the | 








inch. In operation Anderson Air 
release valves are placed at the 
high points in the pipe line where 
the accumulations of air are auto- 
matically vented, eliminating  air- 
binding. Other applications for the 
air release valve are hot water 
heating systems, brine lines, water 
mains, and for releasing air or gas 
from other liquid lines and tanks 
under pressure—Il’. D. Anderson 
Co., Cleveland, Ohio—Mtt Svr- 
PLIES, August. 


Metal Cutting Band Saw 


Cuts accurate radials 


Capable of cutting accurate ra- 
dials with diameters ranging from 
1} to 9 in., this new metal cutting 
band saw is powered by a 1 hp., 
1750 r.p.m. motor and offers two 
speed ranges of 50 to 365 ft. per 
min. or 100 to 725 ft. per min.—saw 
travel. Ball bearing 
guides are used 


roller saw 
with blades which 
range from | to 3} in. Two 
and one-half inch clearance is pro- 
vided beneath the guide arm of the 
radial control screw.—Il’m. Laidlaw. 
Inc., Belmont, N. ¥Y.—Mttt Svwup- 
pLiges, August 10, 1939. 


may 


V-Belt Pulleys 


New design gives increased life 


\ddition of a heavy head around 


the outside diameter and employ- 


ment of heavier side walls, for the 
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Whe Gusptuil 
MOLYGATE 


A new, revolutionary 
dispenser for lubricating oil 
and other viscous fluids 


@ You'll want to stock this new Imperial 
Molygate. And you'll want to show it to 
every customer who handles lubricating 
oils, paints, varnishes, glue, vegetable oil, 
molasses or other viscous fluids from bar- 
rels and drums. 
Here is a dispenser that is NEWS! Its faster 
flow—dquicker shut-off—and easy operation 
place it far ahead of any dispenser now 
used for this type of work. 
Dispenser is operated by simply pushing 
down on operating handle. It is automati- 
cally self-closing—the moment operator re- 
leases handle, a sturdy stainless steel 
spring causes it to “click closed” and the 
liquid flow stops immediately WITHOUT 
DRIPPING. This protection against dripping 
has been secured by locating the NEO- 
PRENE SEAT shut-off valve right at the 
end of the nozzle. 

Made in 2 sizes: No. 271-G with %" iron 

pipe thread shank (fits all standard steel 


drums)—$1.10 each. No. 272-G with 1” 
iron pipe thread shank—$1.25 each. 


Write for Catalog Page and Jobbers’ Prices 
THE IMPERIAL BRASS MFG. CO. 
$11 S. Racine Ave., Chicago, Il. 


OPERATING LEVER 


INTERIOR OF FAUCET OVER 
SIZED TO Gove RAMO FLOW 


STAINLESS STEEL SPRING 
NCOPRENT SEAT VURCAN 
WED TO VALVE HEAD 


Omects FLW 
STRAGHT DOWN 


IMPERIAL 
Industrial Products 








purpose of increasing pulley life, fea- 
ture the complete redesigning of this 
line of die-cast V-belt pulleys, re- 
cently announced.—Congress Tool 
and Die Co., Detroit, Mich.—Mut. 
Supp.irs, August 10, 1939. 


Alloy Steel 


For elevated temperature service in 
tubular form 


An economically proved alloy steel, 
named “Croley 7”, intermediate in 
properties between those of the com- 
pany’s “Croley 5” and “Croley 9”, 
has been developed for elevated tem- 
perature service in tubular form. 
Nominal percentage analysis is: 
Chromium, 7.00; Carbon, 0.15 max.: 
Molybdenum, 0.45-0.65; and Silicon, 
1.00 max.—Babcock & Wilcox Tube 
Co., Beaver Falls, Pa—Mit Svr- 
PLIES, August 10, 1939. 


Shovel 


Backbone construction gives 
longer life 


This latest type of shovel, called 
“Razor-back,” is forged with a 50 
per cent greater thickness up through 
the center section of the blade and 
socket, to retard wear at the cutting 
edge, strengthen the frog and in- 
crease the stiffness of the entire 
shovel. The sides of the blade, 
where wear is slight are tapered 
thinner to give light weight. Blade 
and socket are one-piece, forged 
integrally. Handle is of white ash 
treated with a moisture and insect 
preservative. Painted red the tool 





RUST-OLEUM 


Decorative 
Preventive 


Here's A List Of 
Distributors We're Proud Of 





L. P. Degen Gate Francisco 
artead? te. ar Louis, Atlanta 
Baldwin & _ Ltd., New Orleans 
MeGowin. Lyons Hdwe. ‘Co., Mobile 
Pidgeon-Thomas tron Co., - his 
— Mill & Plane Suppl 0., Los 
Anasines San Francisco, reane 
Beveridge be Co. Ltd., Montreal 
Shadbolt & Boyd Co., Milwaukee 
National Mill supply ‘Co., a Wayne 
Crerar, Adams & Co., Chic 
Louisville Mill Supply Co., ‘Louisville 
ss — od Rubber & Asbestos Co., Port 


Butord Bros., Inc., Nashville, Tenn. 
Noland Ce. Chatt w 
D. C.; Roanoke; Newport News 
Standard —— & Paint ce. Des 
Moines; Cedar Rapids; Waterloo; Ft. 


Dodge 
Tayler" ‘Parker Co., Norfolk, Va. 
c. Franke & Co., Charleston, S. Car. 
Sunny South Paint Co., a 
Poe Hdwe. & Supply Co., 


> a 

Mine & Mill Supply Co., Lakeland, Fila. 
Joiner Paint Co., Jacksonville, Fla. 
Peat Belting & Mill Supply Co., Seattle 
Elvgren Paint Supply . aul 
Pittsburgh Gage & Supply Co., Pitts- 


burgh 
industrial Supply Co., Richmond, Va. 
Western Chemical Co., Phoenix, Arizona 
Stedall & Co., Ltd., London, England 
Lawrie Bros., Ltd., Glasgow, Scotland 
J. F. Hargrave, Ltd., Wellington, New 
Zealand and others 





Greenville, 


still has 
some choice 
territories 
open with 
great sales 
possibilities 


RUST-OLEUM has been used for 25 years in 
the industrial world and our Distributors have 
found it a good income  builder—RUST- 
OLEUM is a special processed paint that rust- 
proofs, waterproofs, and decorates in one 
application. Dries in 6 to 8 hours. Reduces 
paint cost 40%. Can be sprayed, dipped, or 
brushed on. It comes in a wide assortment 
of colors and in aluminum and costs no more 
per gallon than any high grade paint. Join 
our list of Distributors for better earnings. 
The sales possibilities are very good and the 
sales territories open are quite choice. Con- 
vince yourself. Write today for details. 


Rust-Oleum Corporation 
1928-32 W. Grand Avenue 
CHICAGO, ILL. 
BRANCH: 


1935 Commerce St., Dallas 











Easier 


by telling the 
of their 
products to your 


merits 


best prospects in 


FACTORY. 


FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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; “ > | is made more difficult to lose or 
| [ A \ () (5 R A | H t 1) | carry off—Union Fork & Hoe Co., 


_ | Columbus, Ohio—Muitu Supp ties, 
CATALOGS faa 


ire Selling For These Distributors Universal Machine 















Radial Machine does a wide range 
of wood cutting operations 





























The broad application of this ma- 
chine to industry is said to be al- 
most unlimited. It is used by all 
classes and kinds of wood-working 
shops, carpenters, planing mills, fur- 
niture factories, auto body shops, 
lumber yards and builders and con- 
tractors, and everywhere a stick of 
wood may be cut. It also finds usage 
in factories and plants where metal 
tubing and shapes are cut off and 
mitered or for difficult problems in 
cutting tile, plastics, rubber, etc. 
\ direct geared drive eliminates any 
sort of belt trouble and_ provides 
greater power for a capacity of a 
23-in. deep cut with an 8-in. blade 
and a 43-in. cut with a 12-in. blade. 























High Speed Steel Prices on 
drills, reamers taps, cutters, 
hack saw blades, etc., are 
planographed in red. This is —Walker-Turner Co., Plainfield, N. 
one of the many features of | J.—Muitt Suppuies, August 10, 1939. 
WEINBERG & McKEE: Cata- 
logs. 








































Glass Pump 


Facilitates safe and economical han- 
dling of corrosive acids 


Discount sheets, bulletins 

and other forms of Distributor 

Advertising are produced 
quickly and economically by Handling of commercial quantities 
planography. of corrosive acids and _ chemical 
For Details Write To: fluids has long been one of the most 


ne a ae a difficult problems of the chemical 






































engineer. Many of these fluids 
VV FINBERG ANS Vie as destroy pipes and pumps, thus mak- 
NCONPORATED og ing some processes costly. A new 





pump of the centrifugal type has a 
casing, rotating impeller and all 








HOW Van Buren St., CHICAGO ILL. 
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COLLIS 


MAGIC 
TYPE 
CHUCKS 

and 


COLLETS 


Made from 
good grade of 















and reaming. — 












We 


drill sleeves and 





also manufacture 


sockets, lathe centers, 
chuck arbors, and drill 
drifts. Let us handle all 


regular and special re- 





quirements of your cus- 


Senne 





tomers. We'll give quick 
service and you'll profit 
by it. 

















THE COLLIS COMPANY 


CLINTON, IOWA 

















MECHANIC'S 
STANDARD 
NO. 32A TORCH 
One Quart Capacity for Gasoline 
BUILT FOR HARD USE 


Gives definitely superior service on the job 
where performance counts. 


| ADJUSTABLE FLAME CONTROL 
| Produces a smooth intense flame of large 


volume which can be reduced to a small 
pointed flame. 


Bronze Burner — Blunt Control Needle 
Removable Jet and Cleaner Tip 
Steel Lined Veins to Retard Carbon 


BRASS TANK - - HIGHLY POLISHED 
Bottom filler. 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 














| —Nash 





© Jobbers find that selling Cantol Belt 
Wax is like digging up a pot of 
gold year after year...Users keep re- 
ordering because when applied to 
leather, fabrics, rubber and Balata 
belts it increases power while run- 
ning slack, without increasing speed 
of motor and that means more pro- 
duction and profits. 
treme friction temperatures, makes 
belting water, steam and damp- 
proof, collects no dust. Costs no 
more yet goes further than other 
dressings .. . You can stock Cantol 
Belt Wax in bar, liquid or paste form. 
Order Trial Supply Today! 


E. C. ATKINS AND COMPANY 
420 S. Illinois St. 


Withstands ex- 


NTOL 7477 


Indianapolis, Ind. 


parts in contact with the corrosive | 


liquid are of clear, chemical resistant 
glass. The rotor is accurately bal- 


| anced and, running at high speed | 
vibration, the | 


without appreciable 
pump readily handles 6,000 gallons 


| of acids or other liquid and will de- 


liver it 70 ft. above the suction level. 
Engineering Co., South 
Norwalk, Conn.—Mitt Supp ies, 
August 10, 1939. 


Utility Drill 


Close coupled construction for con- 
fined spaces 


Seven units in this firm’s line have 
been redesigned for less weight, 


more compactness and greater dura- 


bility. Particular attention is called 
to the new 4-in. utility drill which is 
a full 34 in. shorter than the previ- 
ous model and 3-lbs. lighter in 
weight. Features of the drill include 
a threaded chuck mounting; deep- 
groove ball bearing spindle bearing 
with inner and outer races locked in 
place; needle roller bearing at back 


end of spindle; splined mounting of | 


spindle gear for increased strength 
and reduced noises and wear.—Van 
Dorn Electric Tool Co., 
Md—Mi.t_ Supp ies, 
1939, 


Towson, 
August 10, 


Multi-Purpose Tool 


For chipping, burning, honing 


\" 


A new tool has been developed 
with a reciprocating movement to 
be used for taking off the last thou- 
sandths in special machine produc- 
tion, in die sinking, in pattern, tool 


and plastic mold making—work that | 


has always been done by hand. Pow- 
ered with a 110 volt universal motor, 
it chips, saws, files, burrs, hones, 
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HELLO, FOLKS: 


I’m the ferret, the great- 
est undercoverer who 
ever smelled a leak. | 
search out facts and 
clues that will interest 
you and your business. 
My specialty is digging 
up ways and means to 
help you sell industrial 
adhesive tapes, and boy 
—do | stick to my job. 
Each month I'll give you 
a piece of my “alleged”’ 
mind—and | think it'll 
be worth reading. Begin- 
ning next month, | starta 
series of inside stories 
—and incidentally reveal 
ways in which you can 
profit. Watch for them. 


Nesey Nich 


SEND COUPON 


Gentlemen: 
Please forward at once, your 
brochure on industrial adhesive 
tapes. No obligation, of course. 


NAME 


ADDRESS 


CITY. 





INDUN TRIAL 
TAPE 
CORPORATION 


NEW BRUNSWICK, N. J. 
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Uniform wall thickness, smooth pas- 
sages, accurate threading, resistance 
to high pressures and temperatures, 
these and many other features found 
in W-S Forged Steel Fittings are 
insurance against pipe line failures 
and costly pipe line maintenance. 


By stressing these benefits—to power 
plants, chemical and _ hydraulic 
plants, refineries and in fact wher- 
ever pipe lines carry oil, gas, steam, 
water or ammonia under high pres- 


sures and temperatures, you can 
build a_ profitable repeat order 
business. 


The liberal Watson-Stillman distrib- 
utor set-up— completeness of the 
line, its recognized high quality and 
profit-possibilities all lead to the 
conclusion that it’s good business to 
stock and sell W-S Fittings.—The 
Watson-Stillman Co.—Roselle, N. J. 








developing a six to sixteen pound 
push at the end of the file. It has 
a maximum diameter of 13”, is 8” 
long, weighs one pound and_ the 
chuck has a 4” capacity, round or 
square. There are tools for work- 
ing on steel, soft metal and wood. 
All standard machine “B” files fit 
the chuck and all special shapes can 
be easily adapted—H & H Research 
Co., Detroit, Mich—Muv Supp ties, 
August 10, 1939. 


Portable Floodlight 


For temporary or emergency 
illumination 





Easily handled with its weight of 
only 20 Ibs., a 250-watt enclosed 
floodlight, for temporary or emerg- 
ency illumination was recently placed 
on the market. The new light is 
equipped with a_ galvanized steel 
trunnion bracket with a 12-in. cir- 
cular base, 10 ft. of rubber-jacketed 
cord with plug and a_ carrying 
handle. A polished *Alzak”  pro- 
cesses aluminum reflector is inserted 
in a cast aluminum housing with the 
glass door available in plain, lightly 
stippled, heavily stippled and spread- 
light types.—General Electric Co., 
Schenectady, N. Y.—Mirv Svr- 
piies, August 10, 1939. 


Electric Solder Pot 


For dipping of small and delicate 
parts 





You can save wasted solder and 
electricity with this efficient small 
rectangular solder pot designed for 
solder dipping of small and delicate 
parts. Rectangular in shape with a 
2} oz. solder capacity. It is heated 
by a 75 watt replaceable cartridge 
unit. A permanently attached ap- 
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A NEW, EAS/ER WAY 


TO SELL MORE 


PORTABLE DRILLS 


oe Using this FAST, NEW 
eae type of Drill Point 


Drills @ Carboloy Masonry Drills step up 
the performance of any rotary 
portable drill you demonstrate. 
You drill concrete, brick, tile, porce- 
lain, slate, etc, 50% to 75% 
faster, eliminat fr, q * ofp ging 
of dull drill points, and get more 
accurate, cleaner holes. 

Carboloy Masonry Drills ALONE 
are real volume builders BUT when 
you team them up with 
your portable drill sales 















DRILLS concrete, 


demonstrations, you do a 








brick, tile, etc. 58% 2-way profit-making job. 
to 75% FASTER. Up Step up your portable drill 
te 50 Times Longer and drill point sales to plant 
Life. Safe on Fragile maintenance men, elec- 
Work. : » 





tors, etc. ‘Write for leaflet 








The Mark of DROAGT 


and quick profit -resale 
a = proposition. 


CARBOLOY COMPANY, INC. 
11131 E. &-Mile Bivd., Detroit, Mich. 


6 8 Pat OFF 


Nt 50) Red f 


MASONRY DRILLS 















Eagle Hydraulic 
Pump Oilers are 
built for heavy 
duty. Little or 
no maintenance 
cost. No sol- ‘ 
dered connec- \ 
tions. Double 
seamed bottom. 
The hydraulic 
pump is precisely 
machined with 








ground brass 
plunger and ac- 
curately fitted 
tube. Welded 
steel spouts are 


interchangeable. All parts renew- 
able. 





Write for catalog. 


EAGLE MANUFACTURING COMPANY 


Wellsburg West Virginia 
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330 WEST 42 no STREET NEW YORK,N.Y 


August 5, 1939 


Mr. Charles E. Curtis, Pres. 
The Western Iron Stores Company 
319 East Clyborn St. 

Milwaukee, Wis. 


Dear. Mr. Curtis: 


Your best customers are metal-—working plants. The most important 
men — to you — in these plants are the men who decide what brand is to be 
bought. Here are some of the men in Milwaukee who decide that vital question. 
Here also is what they think of the leading metal-working publication, American 
Machinist: 


EDWARD JACOBI, Chief Engineer of Briggs & Stratton. "One of 
the best all-around plant papers. I read it regularly from cover to cover." 
In the last two years, Mr. Jacobi has entered into decisions on $300,000 worth 
of equipment. 


H. MENCK, Works Manager of Harnischfeger Corporation, who 
purchases equipment worth over $100,000 a year. "I particularly like those 
small ads in the back on less well-known products." And he goes on to give 
half a dozen recent examples of tools he has bought from such advertisements. 


J. A. RIEDL, Chief Tool Designer of Seaman Body Corp. "When 
buying a new machine I first look through the ads in American Machinist to 
get well posted on machines available and their qualifications. Then I call 
in salesmen." 


WM. F. SIEVERT, Tool Supervisor for Milwaukee Stamping Co. 
"The one publication we would never be without. It is the most prominent 
paper in our library and passes through more hands than any other. 11 key 
men read it." 


R. A. BECKWITH, Superintendent of the Koehring Co. "I get 
information from articles and advertisements in American Machinist which 
often helps us in our manufacturing operations." 


Dozens of other key men in Milwaukee metal—working read 
American Machinist articles and advertising to keep similarly posted, and 
metal—working executives the country over use American Machinist as their year- 
round buying guide. To reap the benefit of this sales influence, suggest to 
the manufacturers that you represent that they can help you most by advertising 
in ; 


Yours sincerely, 
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All Standard Sizes 2'/2 to 12’’. Inclusive, 
Are Available for Prompt Shipment 


Harris stainless steel floats are cor- 
rosion resisting, suitable for use 
under high pressures and tempera- 
tures and are built for long life 
under severe service. Diameters 
2%" to 30”—special styles to order. 
Our engineers will assist you in 
your selection. Write today. 
Floats also fabricated from COP- 
ER — STEEL — MONEL — 
NICKEL — ALUMINUM—EVER.- 
DUR—BRASS—KA2 SMO. 


ARTHUR HARRIS & CO. 


210-218 N. Aberdeen St. 
(formerly Curtis St.) 


CHICAGO, ILLINOIS EST. 1884 




















Fast Selling 
Profit Item! 





















| in the 


| Operator, as 


| hook-up. \ll 


| the 
| according to 





proved six foot cord and attachment 
plug is provided. The cord is pro- 
tected from spilled solder where it 
leaves the pot for a safe distance by 
a metal tube. 


Electric 
SUPPLIES, 


holes.—I “ulcan 
Mass.—MIUt 
1939. 


Co., Lynn, 
August 10, 


Portable Sander Equipment 


Attachment provides greater con- 
venience in using equipment 


Users of 
sanders will be 
portable unit which enables the user 
to mount the whole for convenience 
in using this equipment any place in 


Sterling ‘“Speed-bloc” 
interested in 


the shop or plant. There is a space 
tray for small tools, wiping 
and abrasive paper which | 
time on the part of the | 
well as bring the air | 


cloths 


will save 


| controls within easy reach regardless | 
| of where the work is being done in 


the shop. Also available is a unit 
which can be mounted on the wall or 
ceiling in a fixed position, where 
such an arrangement is more desir- | 
able.—Sterling Products Co., De- 
troit, Mich. — Mitr Steen. | 
August 10, 1939. 


Diesel Electric Sets 


Well suited to grist mills and 
elevators 


Where power costs are high, grain 


| or milling elevators of smaller sizes 


can turn to these new diesel electric 
sets without change in their electrical 
electrical equipment 
required by the sets is in-built, with 
exception of a circuit breaker, 
company engineers. 
The engines have but three operating 
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1939 


a new | 


The pot is cast iron | 
| with sheet metal legs and mounting | 


WHEN 


COMBINATION BLOWERS AND 





| 








Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 











YOU 
SELL THEM <=: 





you want to supply 
your customers with 


SUCTION CLEANERS 
that meet every 
cleaning requirement 
should handle this guar- 
anteed line of extremely 
profitable sellers 
any of the 


coals 
CLEMENTS 


CADILLAC 


PORTABLE ELECTRIC 


COMBINATION BLOWERS 
AND SUCTION CLEANERS 


For the utmost in 
cleaning efficiency 
THE NEW 1 HP 


2 SPEED MODEL 
(Illustrated) 


WRITE FOR 
DETAILS 


WRITE FOR DESCRIPTIVE CIRCULAR 


CLEMENTS Mfg. Co. 


6656 S. NARRAGANSETT AVE CHICAGO, ILL. 




























adjustments, none of which involves 
the diesel fuel system.—Caterpillar 
Tractor Co., Peoria, Ill—MI.u Svup- 
pPLies, August 10, 1939. 


ROBBINS & MYERS 


Electrical Washroom 
Deodorizer 
Thief and tamper-proof 

Producing ozone through the ac- | 
tion of millions of tiny electrical 
sparks upon the empty air, a new 
electric deodorizer is a most power- 
ful oxidizing agent, which quickly | 
destroys all odors of organic origin, 
For use in public washrooms and 
toilets, it is both thief- and tamper- 


I 

proof. No chemicals or refills are EL E Cc TR l Cc H Oo I Ss T $s 

required. Unit plugs into any light- 

ing outlet and is secured to the wall | CRANES 

by a padlock.—Automatic Electrical CHAIN HOISTS 
TROLLEYS « WINCHES 


Devices Co., Cincinnatt, Ohio—MIi. 
Suppiies, August 10, 1939. 
Write for our new "Bulletin 6161." It's 
full of hoist and crane information 
and model installations. 


ROBBINS & MYERS, Inc. 
HOIST & CRANE DIVISION 
SPRINGFIELD, OHIO 


FANS © MOTORS ¢ HOISTS © CRANES 
Founded 1878 









Easy to sell because high spindle speeds 
demand them. 























Vibration eliminated because of the uni- 
form, endless woven construction. 


Slippage eliminated with GLOBE'S special 
treatments. 


Widely used on such high speed tools as 
grinders, drill presses, and wood work- 
ing machines. Also on packaging machines, 
textile machinery and many special ma- 
chines. 


Are You 
New Product Conscious? 


“What’s new?” <A question that 
opens many a conversation today. | 
You can answer that question effeec- 
Company, Inc. tively if you'll follow the pages de- 

voted to new products in the maga- 


SEND FOR FULL DETAILS ON GLOBE 


BELTING and WEBBING PRODUCTS | 


GLOBE WOVEN BELTING 

















DON’T MISS 
A GOOD BET 





él =" seeing the full two-pages in the 
S 0 S Before you've lost or misplaced 


July 25 issue that deseribed 21 new 
For Every Purpose that last issue, why not turn to 


1400 Clinton St. Buffalo, N. Y. oes 
zine issue and the newspaper issue of 
products you should know more 
pages 8 and 9, June 25 issue, and 


—_—__. Mii Suppuies. Perhaps you missed 
about. 
catch up with the new products now 





A on the market. The following are 
100 per cent all deseribed : 
Service Product Manufacturer 
for Jobbers Belt Sander.......... Skilsaw, Ine. 
i Stanley Tools 
© Wie Gast: te ete Blower Attaechment............ 


Breuer Electrie Mfg. Co. 
Tank Car Hose. Hewitt Rubber Corp. 
Chipping Hammer............. 


Acid and Rosin-Core Solders. 
Solid Wire Solders as fine as 1/32” 











dia. 

Bar, Triangular, Meter and Drop 
Solders. 

Copper and Brass Fitting Solders. 

Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 

Lead and Tin Pipe. 


Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 
will and repeat business. We invite 
your inquiries at all times. 





Ke) 
a) 
4 


4833 So. Campbell Ave., Chicago, Ill. | 











St. Pierre Chain Corp. 
Hacksaw Blades. E. C. Atkins & Co. 
Variable Pulley. ...Speedmaster Co. 
50-ton Jack....Blackhawk Mfg. Co. 
Paint Burning Unit.Otto Bernz 
Paint Spraying Unit........... 
Eleetrie Sprayit Co. 

Wwe BOpe Cie. 6 os.sc ciscacec. 
Thomas Laughlin Co. 

VOEUME POMIG s 6oiicsccccknes 
Chicago Pneumatie Tool Co. 
Desk Lamp...... Mitchell Mfg. Co. 
Speed Grinder..Walker-Turner Co. 

ee 
Coneo Engineering Co. 
Respirator. ..Willson Products, Ine. 
Ball Bearings..SKF Industries, Ine. 
Ring Type Crusher 


~ 


~ 


Stephens-Adamson Mfg. Co. 
Point Puller. Progressive Welder Co. 
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THE FAMOUS ATLAS 
LINE OF CAR MOVERS 
and 
ATLAS PERFECT SPURS 

THEY'RE BETTER 
THEY'RE EFFICIENT 
THEY'RE DEPENDABLE 


Mover Corporation 
2947 No. 30th St. Milwaukee, Wis. 
formerly at Appleton, Wis. 


























































OHLEN-BISHOP 


Standard Size Chromsaws 


SERS of these saws are mak- 

ing real savings on every pre- 
cision sawing operation... and 
distributors are getting more 
and more orders for STANDARD 
SIZE CHROMSAWS! 


$end for catalog of complete 
line. Ask for FREE selling liter- 
ature printed under your own 
letterhead. 


We Sell Ohlen-Bishop Saws 
Through Distributors Only 


vvvvverer 


HLEN- BISHOP co. 
“ COLUMBUS, OHIO 


Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 


Car Movers for Every Need 


POWER KING . . 


for heavy duty in on and cement mills 
NEW BADGER NO. 

for usual and - ae car moving jobs 
BADGER NO. 9 

for cars with low brake beams—efficient for 

usual car spotting 
ADVANCE SAFETY CAR Ly — 

for dumping hopper bottom ca 











(ag AES LA a 
The Advance Car Mover Co., Inc. 
Appleton Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 
SE FN TERT 
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TAPS, GAGES, DIES—A_ hani- 
some 140-page catalog gives com- 
plete data, including prices on the 
firm’s line of taps, dies 
threading tools, ete. Enelosed in a 
leatherette cover, the new catalog 
is bound in a novel type of binding 
which combines the easy handling 
advantages of spiral binding with 


gages, 


simple replacement and insertion of 


sheets.—De- 
Detroit, Mich. 


additional loose-leaf 
troit Tap & Tool Co., 


PUMPS—Attractively printed in 
three colors, catalog 
40-60A on shallow 
water systems 
formation including dimensions and 
specifications, capacities, illustrations 
and dimensional diagrams. Bulletin 
No. 115A has data on self-priming 


and deep well 
vives 


turbine and self priming centrifugal | 


pumps for 
tions. 


semi-industrial appliea- 
The firm recently placed on 
the market three new larger capac- 
itv water system units which are 
bulletin 40-60A.—De- 
Decatur, Ill. 


deseribed in 
catur Pump Co., 


REVOLVING PIPE JOINT — 
Bulletin 291, recently 
trates a new revolving joint which 
provides movement in all directions 
in connecting fixed piping to revolv- 
ing drums or other revolving appa- 
ratus. The only revolving part of 
this joint is the rotating 
which also provides a sliding move- 
ment in the event there 
play in the revolving 
Barco Mfg. Co., 


sleeve, 


is no end 
member. 
Chicago. 


WHEELBARROWS—Of interest 
in a new folder covering wheelbar- 
rows is a pneumatic tire 


two-ply tire and tube and ball bear- 
ings. Other type wheelbarrows with 
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GROUND 
CUTTERS 


FLEXIBLE SHAFTS 
and MACHINES 


HIGH QUALITY ONLY 


Your satisfied customers are 
those who have bought high 
quality machines. 


Sell them the “STRAND”. 


Not a cheap piece of material 
or cheap labor used in their 
construction. 


Thirty-five years in this indus- 
try selling the higher grade 
manufacturers. 





Ground Rotary Cutters 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 











bulletin No. | 


complete in- | 


issued, illus- | 


wheelbar- | 
row with standardized equipment of | 





KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


go is only $1.00 
per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the interests of the supply 
business. It has been a constructive 
force in the development of dis- 
tributors. Each month it brings 
trade news, product information, 
sales helps, marketing ideas, etc. 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 


330 W. 42nd Street, New York City 























ORDER from OTTEMILLER 
and you'll REORDER | 








High quality 
is apparent with the 
initial use. .... 


OTTEMILLER screw machine parts quickly 
peeve their superiority when used in assem- 
ling machinery. You can readily demon- 
strate to your customers the accuracy and 
uniformity of OTTEMILLER products by 
the easy way they screw into a tapped hole 
and their entire freedom from wobble or 
binding. 

That’s the kind of quality that sells itself— 
makes new customers and holds them for 
profitable repeat order business. 
OTTEMILLER distributors have found by 
experience that they can command .heir share 
and more of the business in their territories 
for cap screws, set screws, coupling bolts, 
and milled studs. It will pay you to investi- 
gate our 100% Distributor Service. 


Wm. H. 
OTTEMILLER CO. 


YORK, PA. 














Help your customers to save lubricating costs 
and oiling time—on power loss by friction— 
on time loss when trouble appears — sell 
DAGGETT PULLEYS. You'll build up the profit 
side of your pulley business. The Daggett 
line gives you Sales with a Good Profit. 
Write for details on our complete line of 
power transmission specialties. 


CHICAGO PULLEY & 
co. 


CHICACO, | 


SHAFTING 


N. Des Plaines St ae 


=< 














complete dimensions and _ specifiea- 
tions are included.—Red Star Prod- 
ucts, Inc., 12910 Taft Ave., Cleve- 
land, Ohio. 





RELIEF VALVES—Two types 
of pressure relief valves are shown 
in this folder. One is a straight | 
pressure relief type; the other has | 
the same features with the added 
advantage of a fusible plug for | 
relief of excessive temperatures. Fus- 
ible plug melts at 212 deg. F. tank 
temperature. A cross-sectional dia- 
gram shows clearly the construction 


of the valve and its features.—H. B. | 


Sherman Mfg. Co., Battle Creek, | 
Mich. 
V-BELT DATA — Machine de- 


signers and engineers designing V- 


belt drives will be interested in a 
new engineering data book. First 
part of the book covers standard 


drives eliminating the necessity of 
working out ealeulations, and the 
second part contains sheave factors 
for designing new or special drives. 


It also contains belt comparison 
tables and other general informa 


tion.—Manhattan Rubber Mfg. Di- 
Raybestos Manhattan, Pas- 
J. 


vision, 
saic, N. 

COMBUSTION TESTING IN- 
STRUMENTS Importance — of 
knowing the efficiency of your heat- 
ing plant and lowering costs through 
ideal combustion as a result of tests 
by combustion testing instruments 
is deseribed in a new bulletin just 
out. Interesting charts showing fuel 
losses in coal and oil fired heating 
plants are shown and temperatures 
for most efficient operation given.— 


Fr. W. Dwyer Mfg. Co., 565 W. 
Washington Blvd., Chicago. 
CUTTING MACHINES Tip 


sheet No. 2, designed for salesmen 
who sell Campbell cutting machines 
gives some interesting figures on 
performance and tells of three un- 
usual installations of their product. 
News of important developments, | 
new features and sales points on | 
abrasive cutting machines and_nib- 
bling machines appear regularly in 
these tip sheets—Andrew C. Camp- 
bell Division, American Chain & Ca- 


ble Co.., Bridgeport, Conn. 


WIRE ROPE SERVICE—No. 2 | 
in a series of informative articles | 
for rope service tells how 
sheave materials affect wire rope ser- 


wire 


vice and how wire rope service ean 
be lengthened.—Macwhyte Co., Dept. | 
422, Kenosha, Wis. 


COUPLINGS—A new 70-page au- 
tomotive and _ industrial eatalog, 
which includes many new items and 
two new fea 


embodies convenient 
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R "BANTAM" 


(World's Champion 
Light-Weight Pump) 


In a class by itself for porta- 
bility and performance —a 
pump your customers need and 


will buy 
Aluminum Alloy 


$g500 or Semi-Steel 


F.0.B. Factory Complete 
with Engine 

Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
— aay built with \%-1 
H.P. ball bearing engine or 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 
501 Dublin Ave., Columbus, Ohio 






































Trade Up Your Profits 
with TRIPLEX Nuts 





NCREASE your Nut profits —cut down 

losses from misfit complainis. Stock 
customer-winning Triplex Nuts that are 
accurate to size, full threads for a sure grip. 
toughened so they won't split. Your trade 
likes a product that holds assembly costs 
low. Give them Triplex. Get fast deliveries 
from our large stock and make the profit 
you deserve. Write today for samples and 
prices. 


THE TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


IPLEX 


CAPVYAND SET SCREWS, BOLTS AND NUTS 
Millions Sold—Used in Every Industry 
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60% THIC R 
3 3 


KE 
THE CENT 


Cross Section, Taken at 
Frog, Shows Thicker 
Center Section Which Ex- 
tends from 
Cutting 

Edge to Top 

of Sotket. 




























A HOG 
FOR WORK 


Replace 24 Different 


Types and Grades with 
ONE RAZOR -BACK 


Longer lived than a Solid Shank 
Shovel, light as a Hollow-Back, 
correct lift without weakness of 
Strap-Back weld. Smoother than 
polished blades, stronger than “A” 
grade, priced to sell against “C” 
grade. Every shovel guaranteed in 
writing. Get details. 











THE UNION FORK & HOE CO. 


Columbus, Ohio 


Makers Over 





of Quality Tools for 40 Years 


| vicTOR 

leads the wey again 
WITH THE WORLD'S 
WIDEST BELTING LOOM 














Victor ... and Victor dealers ... have 
jumped ahead of competition again, 
with a new belting loom, the widest in 
the world. Now Victor dealers are 
offering ... and selling ... solid woven 
conveyor and elevator belting in giant 
widths up to and including 84 inches, 
in a variety of weaves, plies and thick- 
nesses. 














Dealers in Victor products have at 
their disposal from one source the most 
complete line of textile and balata 
belts and specialties in the country... 
belts which are noted for their long 
life, advanced construction and fair 
prices. 

Tie up with Viétor for a money- 
making belting business. May we give 
you all the details? 
























VICTOR serine Company 


45 W Hubt 


FACTORY 


Easton. Pennsylvania 





- number of 


tures for supply houses, has just been 
issued. One of the special conve- 
niences found in distributors’ copies 
is a new thumb indexing system 
which enables the user to turn in- 
stantly to any desired type of 
product. Among the items appear- 
ing for the first time in_ this 
catalog are a complete line of 
equipment and supplies, 
paint burning equipment, a special 
soldering outfit display, a page of 
couplings and adapters for air, paint 
spray and welding hose, battery test- 
ers, grease hose and adapters, and a 
new  fittings.—/m perial 
Brass Mfg. Co., Chicago. 


soldering 


TIRE HANDBOOK — Produced 
for the greatest convenience for ear- 
rying in the hip, vest or coat pocket 
or filing in the desk, and containing 
96 pages, the 1939 edition of the 
“Operators Handbook,” designed to 
provide information for the users of 
all types of industrial tires has been 
issued. Ten pages are 
a general discussion of tire prob- 
lems, the importance of cord con- 
struction and other features of tire 
building for the commercial field, 
including a chapter on the need to 
fit the tire to the job to be performed. 
—B. FEF. Goodrich Co., Akron, Ohio. 


MAGNETIC SEPARATORS — A 
new bulletin No. 93-A deseribing its 
line of automatic spout drum mag- 
netic separators has been issued. It 
covers Type “LS”, Type “LP” sepa- 
and Type “LD” magnetic 

In addition to full deserip- 
tive matter pertaining to these mag- 
netic separators the bulletin also con- 
tains complete specifications of vari- 


rators 
drums. 


ous sizes for the benefit of engineers 
who must adopt them to various con- 
veving and spout systems.—Stearns 
Magnetic Mfg. Co., Milwaukee, Wis. 


LATHE CHART A convenient 
lathe chart which gives the recom- 
mended speeds for eutting steels of 
any range of hardness with “Kenna- 
metal,” a new carbide tool bit tip 
material, was recently issued. The 
chart also illustrates two designs for 
grinding tools so as to produce (1) 
crescent shaped chips, easily shov- 
eled up, and (2) a coiled chip of 
tough steel.—McKenna Metals Co., 
Latrobe, Pa. 


ELECTRODES—A complete line 
of stainless steel electrodes covering 
all chemical analyses is completely 
described in a 


new  sixteen-page 
booklet just issued. The booklet 
explains the certification process of 


weld deposits and the welding pro- 


eedure for the various stainless steels. 


McKay Co., York, Pa. 
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| @ Fast Service 











W BELT HOOKS 


have the patented blue aligning card 
that locks hooks in position—prevents 
hook loss from handling—prevents waste 
of short card ends. 
Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacin 
(for heavy drives and conveyor belts} 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 
Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 


310 Loomis Ave. 
Chicago, U. S. A. 


Write for new 
catalog sheets 















































®@ Complete 
stocks 







© Good Margin 





The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ii. 
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Every employee who handles the sand- 
paper you sell reduces your profits. Every 
minute spent untying, unwrapping, counting- 
out sheets, retying and rewrapping—steals 
away the margin of profit by which you stay 
in business. 

That’s why the convenient MASTERPAK, 
AP’S exclusive sandpaper package, saves you 
money. You sell by the unit. To fill an 
order, merely reach a Masterpak down from 
the shelf, slap your sticker over ours, and 
send it on its way. Handling costs are cut to 
the bone. Valuable time is saved. More of 
your markup remains as net-profit. And your 
customer receives his order “factory-fresh.”’ 

That's just one of the exclusive advantages 
of the attractive AP Franchise. Full informa- 
tion is yours on request—address Abrasive 
Products, Inc., South Braintree, Mass. 











backfires 


The Manager’s Page .. . a meeting ground for discussion of problems 


common to distributors and manufacturers 


the fog of misunderstanding which may exist between the two 


seeking to dispel 








® It seems to us that we have heard less and 
less crying for the return of the “good old 
days” recently. It may be because industrial 
supply executives have lost heart and feel 
that never again will their fortunes be in the 
ascendency but we rather think that it is 
because they have looked present-day condi- 
tions squarely in the face and have made up 
their minds that they can be met with 
success. 

Take, for example, the matter of territory 
coverage. Not many years ago, success in 
the supply business almost invariably rested 
on the shoulders of the organization which 
could extend its business net to the greatest 
distance. The country was_ building. 
Rapidly expanding new industries needed 
supplies and equipment and were willing to 
pay good prices to distributors several hun- 
dred miles away simply because their cata- 
logs or their salesmen were the only ones 
known to the buyer. A distributor knew 
little about competition in those days. 

Today, however, it would be difficult to 
find an industrial community of any size 
without one local distributor. He may be 
small but the distant “big fellow” is forced 
to cut profits to the bone to 
competition. 


meet his 


More and more, distributors are studying 
the profit record of their activities on the 
fringes of their territories. Oftener and 
oftener, this record points out a clear-cut 
course of action — pull in your horns! 

Believe it or not, it is not uncommon for 
distributors today to refuse an exclusive 
franchise on an over-extended territory, a 
condition unknown in the days of “gimme 
the world with a fence around it.” They 
realize that they can’t reach out too far and 
make a profit. They also realize that in 
accepting such a franchise they would be 
digging a trap into which they probably 
would fall. This attitude is typical of the 
rising generation of supply men. They were 
raised in a depression. ‘They realize that 
profits in today’s highly competitive markets 
can only be made when all wasteful practices 
are limited. 

The supply business as our grandfathers 
knew it will not come back. The successful 
supply business of the future can be, and 
will be, just as profitable a business venture. 
It will be typified by executives who don’t 
look back with mournful expressions but 
who look at conditions as they are and who 
are flexible enough to change their methods 
to meet them. Jim CHANNON 
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